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After the loss, it is too late to inspect. The time to pre- 
vent losses is at the time the application is received. That is 
what the Moral Hazard Inspection Report is for. Proverbs 
are long-suffering institutions, but the fact remains that ‘‘an 
ounce of prevention is worth a pound of cure.” ~ ~~ ~ 

When any organization reaches the proportions of 
most insurance companies, it is continually besieged 
with salesmen offering propositions of all kinds. In the 
bewildering maze of equipment and services offered for 
consideration, it often is difficult to see merit in any- 
thing. The employment of Inspection Reports, however, 


is not a new-fangled or revolutionary idea. It is a 





Why Didn’t Wex~ 
Inspect That Risk? 


An Advertisement of 
The Hooper-Holmes Bureau, Inc., 


New 


York 


practice which has grown up within the insurance industry 
itself, slowly, painstakingly and, like an old friend, it wears 
well. For thirty-two years Moral Hazard Inspection Reports 
have been winning their way to the high regard of the insur- 
ance world by sheer merit. But the time for inspection is 
before the loss. When the claim rolls in it is too late to ask, 
“Why didn’t we inspect that risk?” ~ ~ ~ ~ ~ 
The nationwide facilities of The Hooper- 
Holmes Bureau are devoted to the compiling of 
Moral Hazard Inspection Reports for insurance 
underwriting, credit, commercial and employ- 
ment purposes and Claim Reports. ~ ~ ~ ~ 
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‘Modern 
Life Insurance 
since 1845 


*The Company has, by its retro- 
active principle, kept every policy, 
regardless of date of issue, up-to- 
date in every possible respect. 
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Mutual Benefit 


Life Insurance Company 


Newark, New Jersey 
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Benefits Low Cost 
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Sharing Profits with Agents 


O the end that those who 

help to create values may 
share them, the Stockholders of 
the American Life have donated 
twenty percent of the Company’s 
stock in perpetual trust as a 
profit-sharing fund in which the 
Agents of the American Life par- 
ticipate. annually. This is only 
one feature of the AMERICAN 
plan of complete cooperation. 





AMERICAN LIFE 


INSURANCE COMPANY 
-——DETROIT,- MICHIGAN 

















FEBRUARY, 1847 


Eiighty-four years ago the Legislature of 
the Commonwealth of Pennsylvania granted a 
charter to the Penn Mutual Life Insurance 
Company, of Philadelphia. Business began on 
May 25 of that year. 


At the close of 1930 the $224,500 of insurance 
issued on the first day of the Company’s life 
had grown to 


$2,105,261,315 
and the 65 policies had expanded to 513,612. 


Our fifth home office, located on Indepen- 
dence Square, was occupied in 1915. In February, 
1931, a sixteen-story addition to it is well under 
way, to give us space for an accelerated growth 
unprecedented in our earlier years. 


The Penn Mutual has an aggressive forward 
look to a still broader and deeper place for life 
insurance in our financial and social structure. 


WM. A. LAW, President 


Wm. H. Kingsley, Hugh D. Hart, 
Vice President Vice President 


J. V. E. Westfall, Vice President 


THE PENN MUTUAL LIFE INSURANCE CO, 
PHILADELPHIA | 
Independence Square Founded 1847 
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New England Mutual Life 
Insurance Company 


37 Milk Street. Boston. Mass. 


GEORGE WILLARD SMITH, President 











Eighty-seventh Annual Statement, December 31, 1930 


$1,264,401,948.00 
137,429,657.00 


Insurance in Force ; 
New Insurance Paid-for in 1930 








TTD CAEN TRE ROC 


The Assets of the Company are invested as follows: 


Government, Municipal, and Corporation Bonds . . . . .«. $115,845,681.00 
Mortgage Loans he ee i ee oe eee ee ee ee ee 69,512,294.06 
Policy Loans and Premium Notes ‘ie se « « » «+ « Breer 
Stocks of Railroads and Public Utilities . . . . . . ~. 2,678,334.00 
ee ee a) ig we tein ae leo Se Ow 3,666,798.00 
Cash in Banks at Interest, and Miscellaneous Assets . . . . 10,049,881.17 





oe} - ¢ « wh «<4 $253,486,535.76 


The Liabilities of the Company are: 


Legal Reserve protecting 314,382 policies ce eo vrs eo = QR 
Death and Endowment Claims, proofs in transit . . . . . 1,108,258.79 
Taxes Payable in 1931 and other expenses accrued ae ee ee 1,181,684.12 
Premiums and Interest paid in advance . . . . . . . 687,900.02 
Dividends to Policyholders payable . . . . . . . 2,947,463.45 


Special Contingent Liability Funds ; vom "sz 2,250,000.00 
Nee ee ee $226,057,153.40 


Surplus of Assets over Liabilities teh ie « « “et Oy Gee 
Less Dividend voted for 1931 eget! « w@. Bo eitedd 11,100,000.00 


Net Surplus... tt $16,329,382.36 














The amount of $11,100,000, voted for dividend distribution in 1931, 
maintains the present scale of dividends which has been in operation since 
1927. The Company has increased its dividend scale seven times in the 
last thirty-two years, and during this period no dividend scale of this 


Company has ever been reduced. 








The Company operates from coast to coast with general agencies in fifty-six important cities 


Oldest Chartered Life Insurance Company in America — 183 5 
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Views of Leaders 
on Lapse Issue 


Executives Are Vitally Interested 
in the Conservation of 
Policies 


LOANS ARE BIG FACTOR 


Companies Are Endeavoring to Hold 
Assureds Whose Contracts Are 
Badly Mortgaged 


NEW YORK, Feb. 5.—Every com- 
pany is considering plans to conserve 
its business and to meet the effects of 
the large number of policy loans made. 
One prominent president in discussing 
the situation says that in his company 
no new commission is paid on policies 
which are rewritten before having been 
two years in force. A great many peo- 
ple, he says, will be frozen out of their 
life insurance by the events of the past 
without any fault of the companies in- 
suring them or their own. They should 
have a chance to restore themselves. 
This executive says they perhaps can- 
not do it with the accumulated burden 
of premiums and interest particularly if 
they had taken on more life insurance 
than they could .eally afford to main- 
tain, althous!. that does not frequently 
occur. .n speaking further he said: 


Duty of the Agents 


“Agents who have a real interest in 
the business will of course endeavor by 
all legitimate means to prevent the can- 
cellation of policies coming within their 
range. Once the inevitable has occurred 
the very grave question is raised 
whether it is not expedient that a new 
deal shall be begun as speedily as the 
circumstances of the former policyholder 
will permit. There is a question 
whether it would be wise to throw ob- 
stacles in the way of agents in a mat- 
ter like this. Of course in ordinary 
times for agents to go around making 
a business of inducing policyholders to 
buy new insurance with cash values 
from old policies would be something 
not to be tolerated. The present situ- 
ation, however, contains no such ele- 


ment, but is just caused by bad luck 
all around. 
Procedure That is Likely 


“My guess, therefore, is that what 
we may be likely to do will be to ac- 
cept the situation and encourage our 
agents to try to reinstate these people 
if possible by conceding all that is pos- 
sible to concede and making the easiest 
possible terms—failing this that they 
write new insurance. Somebody else 
is likely to do it and we would be sim- 
ply placing our agents at a disadvantage 
for really no reason at all except one 
of attenuated economic idealism, if we 
should forbid them to do what is open 
to their competitors to do. 

“It will be a hard thing to control 
anyway—exactly like the case of try- 





Mortality on Large Risks 





Investigation Being Conducted in a Joint Manner by 
Actuaries and Medical Directors Is of Great 
Importance to the Life Companies 





By R. B. MITCHELL 


NEW YORK, Feb. 5.—The present 
status of the investigation on large risk | 
mortality being conducted by the joint 
committee of the Actuarial Society of 
America and the Association of Life 
Insurance Medical Directors as well as 
the accuracy and scope of its survey is 
summed up in an authorized interview 
with W. G. Bowerman, assistant actu- 
ary of the New York Life and a mem- 
ber of the advisory committee. Dr. 
Arthur Hunter, second vice-president 
and chief actuary of the same company, 
is chairman of the joint committee on 
mortality. 


Will Be Scientific Check 


The situation in the jumbo risk field 
has evoked much speculation and many 
theories. The ultimate findings of the 
joint committee’s investigation will be 
a scientific check on the validity of these 
theories and should form an accurate 
foundation on which to build a sound 
policy of large risk underwriting. Mr. 
Bowerman says to THE NATIONAL 
UNDERWRITER in regard to this investi- 
gation. 


Memorandum Sent Out 


“In December, 1928, the joint com- 
mittee on mortality of the Actuarial So- 
ciety of America and the Association 
of Life Insurance Medical Directors 
sent to all the companies represented in 
either of these societies a memorandum 
outlining an investigation of mortality 
according to medical impairments which 
their societies had authorized them to 
undertake. Attached to this memoran- 
dum was another directed to the mem- 
bers represented on the joint commit- 
tee, who were the 10 or 12 largest com- 
panies, principally. One of the subjects 








ing to concoct remedies of one kind and 
another for revival of the general busi- 
ness situation against which no human 
organization can prevail until our coun- 
try has become readjusted to a rather 
new set of conditions. It would be nice 
of course if we could insure all these 
people who have had to drop their poli- 
cies under new policies, giving them a 
brand new start without further cost 
to the company, but as things are I do 
not see how that would be any advan- 
tage as a practical matter as it would 
either deter our agents from rewriting 
or they would rewrite in some other 
company, or else some other agents 
would get hold of the former policy- 
holder and do the trick on their own 
account.” 
Says Company Agreement Desirable 


Another executive said that the prob- 
lem of taking care of business on which 
there are policy loans will not be solved 
unless there is some sort of an agree- 
ment among the companies to protect 
each other’s business. He does not 
know whether this is practical or not. 


| 











to be investigated in this supplementary 
way was the mortality according to 
policies for large amounts. The cards 
were received about February, 1930, to 
the number of 30,000 with 1,100 deaths. 
By July the material had been analyzed, 
summarized and a report written 


Another Year of Issue Added 


“A study of this report supplemented 
by experience which the companies had 
had in the interval, suggested chat the 
mortality was probably worse in the last 
two or three years of experience than 
in the earlier period, which ran back to 
1919. Accordingly, another year of is- 
sues was added and the exposures car- 
ried to June 30, 1930. In December 
this second report was presented to the 
joint committee, who again telt that 
more material should be obtained and 
attention focused particularly on the 
lives who had insurance for one-half 
a million or more regardless of when 
or where issued. This material is now 
being obtained and it will probably be 
six months from now before the next 
report has been drafted. 

Subject of Great Interest 


“The subject is an extremely interest- 
ing one and of great importance in view 
of the financial effect of so many very 
large policies. The actuaries of the 
companies interested are keeping in 
close touch with the developments. As 
soon as a thoroughly scientific paper 
can be prepared, they will give the in- 
formation in full to all the companies. 
To give an idea of the size of the 
undertaking, it may be pointed out that 
there were 30,000 policies averaging 
75,000, which represents more than two 
billion dollars of insurance issued.” 


In commenting on the situation he said: 

“The New York Life Underwriters 
Association called a conference in New 
York some time ago to which were in- 
vited the officers of companies doing 
business in New York state. There 
was a substantial attendance and fol- 
lowing it a joint committee representing 
the two groups was appointed. That 
committee held a meeting and at it Ju- 
lian Myrick and Vice-president Linton 
of the Provident Mutual were appointed 
to see if they could draw up something 
which would help to meet the situ- 
ation. 

“An orgy of substitutions of business 
from one company to another would be 
very unsatisfactory at the present time 
but there is no denying the fact that 
the opportunity exists. I should think 
responsible life insurance executives 
would be very careful about entering 
into arrangements with men who were 
deliberately using the policy loan plea 
to get business away from other com- 
panies. It is also evident that the ad- 
justment of commissions within a com- 

(CONTINUED ON PAGE 13) 








Standard Oil Co. 
Pension Project 


Metropolitan Life Puts Into Effect 
Scientific Retirement and 
Annuity Plan 


MUCH INTEREST IS SEEN 


Some of the Details of the Compre- 
hensive Scheme Covering 45,000 
Employes Are Given 


NEW YORK, Feb. 5.—The Standard 
Oil Company of New York, in conjunc- 
tion with the Metropolitan Life, has en- 
largest transaction 
undertaken by an industrial organization 
to guarantee’ retirement annuities 
through the medium of a private insur- 


tered into the ever 


It involves the expendi- 

many millions of dollars an- 
and Standard Oil 
Company's long established plan for re- 
tirement annuities and death benefits on 
a cooperative and contractual basis to 
be administered by the Metropolitan. 


ance company. 
ture of 


nually places the 


Employes Will Cooperate 


Under the revised plan, the 45,000 em- 
ployes of the Standard Oil of New 
York and its subsidiaries will join with 
their employer in meeting the cost of 
the plan. The annuity benefits upon 
retirement are made irrevocable. The 
new plan protects employes and their 
dependents against death, accident, to- 
tal and permanent disability and de- 
pendent old age. The retirement an- 
nuity provides that men may retire at 
age 65 and women at 55 on a pension 
approximating 2 percent of their total 
pay after joining the plan. 

Will Have Additional Annuity 


In addition present employes will be 
given an additional annuity at no cost 
to them equal to 2 percent of their 1930 
pay for each year of prior service. Thus 
an employe retiring after 35 years of 
service will receive a total retirement 
annuity of at least 70 percent of his 
average pay. Under certain conditions, 
employes may retire earlier or remain 
in the service after their normal retire- 
ment date. Additional recognition is 
given for foreign service. 


Death Benefit 


The death benefit is equal to approx- 
imately a year’s pay. An additional 
benefit of like amount is payable in case 
of accidental death. Additional specific 
dismemberment benefits are provided as 
are disability benefits for employes who 
become totally and permanently disabled 
through illness or accidents. All bene- 
fits are payable in monthly installments. 
Employes withdrawing from the service 
may take their cash surrender values or 
make individual arrangements with the 
Metropolitan to secure an annuity pro- 
vided by-their- own contributions. 

After 25 years of service, withdraw- 

(CONTINUED ON PAGE 13) 
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Great Difficulty in Pla 
Huge Line on Auto Magnate 





CARRIERS NOW ARE CAUTIOUS 





Bad Experience on Jumbo Risks Cre- 
ates Problem for Producers of 
Big Lines 





The strong tendency of American life 
companies to frown upon jumbo risks 
is illustrated in the difficulty met with 
in placing the large line of lite insurance 
on Walter P. Chrysler, president of the 
Chrysler Motor Corporation. It is un- 
derstood that although E. E, .\ndrews 
of the New York Lite in Chicago, who 
handled this big deal, has made a per- 
sonal canvass of all available American 
and Canadian life companies, and even 
has solicited a number of foreign com- 
panies, not all of the line has been 
placed. 

It is becoming increasingly more dif- 
ficult for producers of large policies to 
place them, and occasionally as in the 
Chrysler deal.upwards of a year must 
be spent ‘in finding companies that will 
issue more than merely a _ nominal 
amount. 

Companies Very Cautious 


Mr. Andrews is completely silent in 
the matter. Further publicity is left to 
Mr. Chrysler. However, it has been 
learned that some large companies 
which formerly would have issued be- 
tween $150,000 and $300,000 grudgingly 
issued $25,000 to $50,000. Several great 
companies did not issue anywhere near 
their limits. 

This conservative policy is largely due 
to the business depression which has 
brought on a number of suicides involv- 
ing large amounts of life insurance and 
otherwise creates a bad moral hazard 
among persons capable of carrying large 
policies. 

It is the contention of some produc- 
ers of large business that the companies 
as yet have no definite experience on 
jumbo risks which in itself would sup- 
port the claim that there is more than 
a normal increase in mortality in this 
class. The number of such risks is lim- 
ited, which makes it difficult to draw 
reliable figures. 

On the other hand, companies can 
show some heavy losses on large poli- 
cies in the last year or so, which at 
least for this period makes this class of 
business much less profitable than 
smaller risks. The fact is that whereas 
before the business depression it was 
comparatively easy to place a large line 
with a few companies which gobbled up 
their limits, now the easiest part of writ- 
ing large lines is the sale, and placing 
the insurance may occupy the producer 
for a year thereafter. 


Acacia Field Advisory Committee 


The Acacia Mutual Life field advi- 
sory committee for 1931 is composed 
of C. K. Warren, manager Los Angeles, 
R. L. Barnwell, manager Oakland. Cal., 
and C. Legters of Tampa, Fla. These 
managers won their places by the ef- 
fective and progressive way in which 
they conducted the affairs of their 
branches during 1930. The full com- 
mittee consists of five men, these three 
and two home office officials. 


Johnson ‘Made a Director 


President MacArthur of the Central 
Life of Chicago announces the election 
of Wilbur M. Johnson, vice-president 
and actuary, to the board. L. S. Broad- 
dus, manager of the home office agency, 
was the leading personal producer for 
the year as well as heading the leading 
agency. W. H. Anger of Detroit was 
second. P. F. Chambers of Chicago 
wrote the largest number of applica- 
tions, heading the list with 134 for the 
year. 
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New Official 

















CHARLES T. WARNER 
Ohio Insurance Superintendent 


Charles T. Warner, Columbus, O., 
former judge of the common pleas 
court, who becomes Ohio superintend- 
ent of insurance, has been very active 
in public affairs in his community. 








Thirteen Governors Pass 
on Old Age Pensions 





Old age pensions or similar relief were 
touched upon by the governors of 13 
states in their messages to legislatures. 
Four of them recommended changes in 
the laws now in force. Seven others 
have made suggestions relative to the 
enactment of proper legislation. In one 
case the governor asked the legislature 
to appoint a committee to investigate 
the subject. In another it was sug- 
gested that a referendum be taken before 
adopting such a plan permanently. The 
governors favoring old age relief legis- 
lation were Hunt of Arizona, Cross of 
Connecticut, Brucker of Michigan, Bryan 
of Nebraska, Larson of New Jersey, 
White of Ohio and Meier of Oregon. 


General Agents to Confer 


The executive committee of the Gen- 
eral Agents Association of the Equitable 
Life of New York will meet in New 
York City, Feb. 13. 





Deane Credited with 1930 
Sales Reaching $14,000,000 





LEADS SEVERAL COMPANIES 
Grand Rapids Man Rolls Up Huge 
Volume Specializing in Stock Re- 
tirement—Chicago Arrangement 





Edward M. Deane of Grand Rapids, 
Mich., who has been in life insurance 
12 years and is associated with the 
Aetna Life in his city, took his place 
last year as one of the greatest produc- 
ers the business ever has seen. It is 
reliably reported that Mr. Deane pro- 
duced and paid for $14,000,000 in 1930. 

Due to his method of selling in co- 
operation with other Aetna Life men 
who furnished leads, Mr. Deane’s net 
personal production probably was not 
much over $7,000,000, as in many cases 
he shared the business and commission 
on a 50-50 basis. In the last five years 
his production has not fallen below $5,- 
000,000 in any one year. A very large 
part of his volume has been written in 
the east, particularly in New York City, 
although his base of operations has been 
Grand Rapids and he has written much 
business there. 


Had Investment Experience 


Mr. Deane had a wide and varied 
business experience before entering life 
insurance. He was an_ investment 
banker and in that capacity organized 
and financed many corporations through- 
out the country. Through this experi- 
ence he has built up a highly scientific 
service applicable to retirement of stock 
and partnership interests in corporations 
and firms. He also is recognized as one 
of the best posted men in this country 
on inheritance taxes and corporation 
and trust laws as applicable to life in- 
surance proceeds. 

In 1929 Mr. Deane established the 
unusual record of being the laryest sin- 
gle producer in five different companies, 
attaining this through the great volume 
of surplus business which he was forced 
to place outside the Aetna, as many of 
his cases ran far over the Aetna’s lim- 
its. In 1930 it is understood that he 
again was leader in personal production 
for a number of companies. 

S. T. Whatley, general agent of the 
Aetna in Chicago, has made an arrange- 
ment with Mr. Deane whereby his ac- 
tivities will be concentrated in Chicago 
for some time. He will be available as 
a consultant to members of the Whatley 
agency staff and brokers. 








‘Rees Tells Advertising Value 
in Life Insurance Operations 








John H. Rees, director of publicity 
and advertising of the Colonial Life of 
Jersey City, has had an all-round expe- 
rience in life insurance publicity work. 
He said that a few years ago his busi- 
ness called him to the head offices of 
the leading companies and prior to that 
he called on the managerial men of 
other great enterprises. Railroads and 
banks were among his clients. He was 
confronted with much sales resistance 
on part of executives who felt that they 
did not get value received in their ad- 
vertising. 

Business Developed by Advertising 


Mr. Rees says that after a careful 
study of the power of publicity he has 
come to the conclusion that advertising 
has developed business in many ways. 
It is through advertising that many 
enterprises have been successful. Mr. 
Rees declares that an advertising buyer 
must be reasonable in his expectations. 
He may not get $5 for every dollar in- 
vested. Any form of publicity that 





helps make the contact, Mr. Rees says, 





is valuable. Electric signs, bill-boards, 
advertising in street cars, etc., all have 
a value. 

Mr. Rees said that advertising has 
done much in getting agents better ac- 
quainted with life insurance fundamen- 
tals and practices. Advertising and per- 
sonal solicitation combined, he said, will 
get the story across. Spasmodic adver- 
tising, he feels, will not pay. Advertis- 
ing should be consistent and persistent. 
Trade publications, he asserts, are very 
valuable assets to the particular field 
they represent. The day of scorning 
advertising, he said, is over. The pro- 
gressive companies today, he said, have 
advertising and publicity departments 
manned by specialists. These men study 
the publicity field from every angle. 
They ascertain what helps can be in- 
stituted to build a company and to as- 
sist the salesmen. He says, “Advertis- 
ing is just as important to any business 
as the business is to advertising; just 
as necessary, in fact, as life is to the 
human body.” This applies to insur- 
ance as to other lines. 





Provident General Agents 
Hold Mississippi Gathering 





AGENCY BUILDING DISCUSSED 
Problems Met in Recruiting and Train- 
ing Men Occupy Six-Day Meet- 
ing of Association 





The annual General Agents Associa- 
tion convention of the Provident Mu- 
tual of Philadelphia was held at Edge- 
water Park, Miss., Feb. 2-6. The theme 
was recruiting and training agents, a va- 
riety of topics being discussed in four 
minute talks by members of the asso- 
ciation. 

M. A. Linton and A. J. Davis, vice- 
presidents; Dr. C. H. Willits, medical di- 
rector; F. P. Todd, insurance supervisor, 
and E. W. Marshall, actuary, were pres- 
ent and spoke. P. W. Schenck, Greens- 
boro, N. C., president of the associa- 
tion, was in the chair. Vice-president 
Linton and F. C. Morss, manager of 
agencies, were in charge of the pro- 
gram. 

Consider Recruiting Plans 


The subject Monday was “Technique 
of Prospecting for and Procuring New 
Men,” which was presented under the 
subjects: How to use present agency 
force, policyholders and direct mail as 
a source of new men, how to make the 
agency builders club more effective, 
how general agents successfully used 
their own contacts for recruiting, meth- 
ods of maintaining prospect lists, ad- 
vertising for new men, value of newly 
graduated college men and methods of 
locating them. 

Other subjects were: Interchange of 
information as to possible new agents; 
financial institutions as sources of 
agents, personnel directors, class meth- 
ods for interesting groups of new men, 
use of slide films, value of company 
publications for this purpose, sequence 
of ideas and standards observed in se- 
lecting men. 


Agency Costs Taken Up 


C. D. Connell of New York presided 
Monday evening in a discussion of 
agency budgets, costs and _ profits. 
Henry Bossert, Jr., of the home office 
opened this subject. 

Mr. Linton presided Tuesday morn- 
ing, the subject being “Making the New 
Man Successful.” The subjects were: 
Announcement cards for new men to 
give to friends and acquaintances, use 
of friends and acquaintances in getting 
started as a source of leads and pros- 
pects, center of influence methods, con- 
crete examples of successful prospect- 
ing methods, importance of type of 
names and their numbers, use of home 
office and local direct mail, telephone 
prospecting. 

Other subjects in a discussion of 
financing plans were: Is it possible to 
build a successful agency by concentrat- 
ing on the few agents who need no 
financing, with examples; methods 
found most successful where financing 
is essential, such as salary in lieu of 
commission, regular drawing account, 
advances against unmatured first com- 
missions, on some other definite plan 
and to meet specific needs. The use of 
a 45 percent graded contract without 
renewal until the agent has written a 
certain volume of business also was 
debated. 


Debate How to Aid Agents 


The subject of making new men suc- 
cessful was continued Wednesday, the 
general agents considering methods of 
getting new men into immediate produc- 
tion. Subjects were: Planned sales 
presentation, value of simple presenta- 
tion of a basic idea, value of summary 
cards containing outline of service given 
in a contract, help by general agent or 
supervisor in analyzing needs of pros- 
pects, estate analysis and field work by 
general agents and supervisors, with pit- 
falls to be avoided. 
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Question Whether Disability 
Rate Scale Is High Enough 


EXPERIENCE SO FAR IS BAD 


Some Belief Exists That Unless This Is 
Economic Reaction Level Must Be 
Raised Again 


Experience with disability rates and 
provisions which went into effect July 
1, 1930, indicates that companies were 
amply justified in this step. In fact it 
is a question whether rates were raised 


enough and benefits sufficiently re- 
stricted ; 
Disability losses were high in 1929 


and 1930. To what extent this can be 
laid to the depression is yet to be de- 
termined. There have been many genu- 
ine disability claims that would not have 
occurred if times had not been bad, and 
also many that were probably not genu- 
ine. 

There has been a rise in nervous dis- 
orders as causes of disability, a direct 
result of the strain under which many 
persons have been laboring. Heart 
murmurs that would have been unno- 
ticed under more cheerful conditions 
also have increased. 

Unless the bad experience on dis- 
ability proves to be merely a temporary 
result of economic conditions it is quite 
likely that another revision of rates will 
be necessary. 


New Acacia Agency Contract 





Field Men Are Declared Enthusiastic 
Over Plan of Compensation on 
Net Increase in Force 


The Acacia Mutual after long consid- 
eration with its managers has put in 
force a new type of agency contract 
based not on paid for business but on 
net increase in force. This contract pays 
the usual first year commissions but 
instead of renewal commission pays a 
monthly salary on a sliding scale up or 
down depending each month on the 
number of $50,000 units of business the 
agent has in force and on his net in- 
crease for the last 12 months. 

Each unit pays the agent a monthly 
salary as high as $7.50 so long as the 
business stays in force and he remains 
with the company. Not only the num- 
ber of salary units but the value is con- 
sidered. President William Montgom- 
ery of the Acacia states that under this 
plan the agent is rewarded for quality 
as well as quantity. The value of these 
units each month depends on _ the 
amount of placed business in the pre- 
ceding 12 months less first and second 
year lapses. 

Provision for Retirement 


Provision also has been made so that 
it is possible for the agent practically 
to retire, by reducing the net increase 
requirements under the monthly salary 
scale 30 percent after the agent reaches 
age 60 and 60 percent after age 65. 
Thus older men may maintain their in- 
come by less production than that re- 
quired of younger men. 

The contract contains provision for 
partial and total disability of agents and 
an income to agent’s family for a term 
ot. years in event of his death while in 
the company’s employ. The men are 
not required to accept the contract, but 
it has been received enthusiastically in 
the field, Mr. Montgomery said. 


Opens Seattle Office 


The National Life, U. S. A., has 
opened an office in Seattle, with H. D. 
Ladley as agency manager. He has had 
a successful experience in life insurance 
on ‘the Pacific Coast for a number of 
years and formerly was connected with 
the Occidental Life. 








Takes lowa Post 





E. W. CLARK 


E. W. Clark of Mason City, who will 
become Iowa commissioner July 1, is a 
state senator and will remain in that 
position until the close of the present 
legislature. Ray Yenter, the present 
commissioner, is chairman of the execu- 
tive committee of the National Conven- 
tion of Insurance Commissioners. 








New York Life 


Annual Exhibit Shows That Its Insur- 
ance in Force Has Reached 


$7,626,000,000 


Statement 


NEW YORK, Feb. 5—The New 
York Life’s new paid for business for 
1930 was only 5.5 percent below that 
of 1929, while the number of policies 
was only one-tenth of 1 percent below 
the 1929 figures, it was announced by 
President Kingsley. Total new paid 
for business was $900,897,700 on 323,745 
policies. As an indication of the pub- 
lic’s ability to save and invest surplus 
funds, Mr. Kingsley pointed out that 
only 2.9 percent of the total was term 
insurance, the remainder being life and 
endowment. Dividends amounting to 
$72,541,788 have been apportioned for 
1931. This is $744,931 in excess of the 
1930 figure. 


Investments Made 


An average of $630,000 per business 
day, or a total of $189,000,000, including 
mortgage loans renewed, was invested 
in 1930. Payments to living policy- 
holders and beneficiaries amounted to 
$201,255,000 of which $135,157,000 was 
paid to living policyholders while $66,- 
098,000, including $3,037,000 double in- 
demnity was paid. Insurance in force 
is $7,626,000,000. 


J. P. Sullivan Has Resigned 


Retires From the Illinois Life But Has 
Not Announced Future 
Plans 


J. P. Sullivan, who opened a general 
agency of the Illinois Life in Chicago 
some months ago, has resigned. Mr. 
Sullivan states he is maturing plans for 
the future. He came into prominence 
at St. Louis as manager of the Lincoln 
National Life when he was aggressive 
in marketing its “Emancipator” policy. 


Martin Now With Whatley 


C. F. Martin, formerly in the life in- 
surance trust department of the Fore- 
man -State Trust & Savings bank, Chi- 
cago, has gone with the S. T. Whatley 
general agency of the Aetna there. 




















Elaborate , Survey Made 
of Non-Medical Practices 





Bachelor girls with any color of hair 
are preferred by life insurance under- 
writers from the standpoint of mortality 
experience, whatever the personal pre- 
ference for blondes may be, the Amer- 


| ican Life Convention discloses in a bul- 


letin on company practices in the non- 
medical field. 

Many such interesting facts are con- 
tained in the bulletin, which is the most 
complete compilation on the subject 
ever made. 

Age 45 is generally accepted as the 
upper limit at which men or women can 
be safely sold non-medical. Practically 
all A. L. C. companies depend on con- 
fidential reports of investigators of the 
American Service Bureau which 
only member companies. 
tion reports give data on financial re- 
sponsibility, personal habits and diver- 
sions of the insurance applicant. 


} 
serves | 
These inspec- | 


Experience Is Analyzed | 


The experience of 115 companies writ- 
ing non-medical is analyzed; however, 
one company confines non-medical poli- 
cies to juvenile lives. Ninety-two com- 
panies reported “favorable,” three volun- 
teered that their experience was more 
favorable than with applications ac- 
cepted after medical examinations, and 
two others said they had received no 
claims on non-medical policies. One of 
these companies started writing non- 
medical in 1927 and the other in 1930. 
One company reported that its experi- 
ence with non-medical in Canada was 
much more favorable than in the United 
States, and another company stated it 
discontinued writing this business after 
three years’ experience, but had con- 
fined its operations to a limited metro- 
politan field. 

Only five of the companies confine 
their operations to male risks, but only 
36 of the remaining 109 insuring adult 
lives non-medical are willing to accept 
both single and married women on the 
same basis as men. Of this number, 
four place restrictions on women as to 
either disability waiver of premium or 
income disability coverage. Two of these 
confine such limitations to married wo- 
men, one piaces a restriction on single 
women only as to income disability, 
while the fourth company does not re- 
strict employed unmarried women in 
either respect. 

Twenty-seven companies accept single 
women on the basis of men but do not 
accept married women without medical. 
Seven companies issue the same amount 
on single women as on men, but limit 
married women to a lower amount. 


Some of the Restrictions 


Other restrictions on women are: 
Single women, a lower amount than 
men, and married women, no non-med- 
ical at all, ten companies; single women, 
a lower amount and lower age limit and 
nothing to married women, one com- 
pany; lower amount both to single and 
married women, 14 companies; self-sup- 
porting women, accepted same as men 
from some selected agents, but no other 
women written non-medical, one com- 
pany; single women, same as men if em- 
ployed, five companies; single women, 
same as men but married women lower 
age limit and amount, two companies; 
both single and married women given 
lower amount and at lower age limit, 
three companies; both single and mar- 
ried women lower amount than men and 
married women less than single women, 
one company; both single and married 
women a lower age limit and lower 
amount of protection than men and mar- 
ried women a lower amount than single 
women, one company, and one company 
writes single women at a lower age 
limit that men and no married women 
at all. 

As to age limits, 45 years is the maxi- 
mum for men with 105 companies, for 


and seven for married women, 





98 companies for single girls and for 
55 companies on married women. Three 
companies make 40 years the maximum 
for men, seven for unmarried women 
One com- 
pany limits to 49 years for men and all 
women. Three companies set 50 years 
as the limit for men and two for unmar- 
ried women. Two companies are will- 


ing to write men up to 60, and one of 
these accept both single and married 
women to that age. 

The favorite maximum amount of 


non-medical is $2,500 for men and both 
single and married women. Fifty-four 
companies write up to $2,500 with no 
minimum for men, 40 accept single wo- 
men and 20 accept married women up 


to that amount. One company has a 
$2,500 maximum and $2,000 minimum 
for men, 

Policy on Sub-Sstandard Cases 


Thirty-eight companies write on sub- 
standard risks without restrictions while 
55 have some restrictions. Twenty-one 
companies report they will not write 
substandards non-medical. 

Double indemnity is granted by 
companies but these restrict 
waiver of premiums on 
However, 101 companies 
cover without restrictions. 
to write it. Two confine this to men 
and single women, and two others to 
men only. One writes it for women if 
employed, while two other companies 
restrict the amount of this benefit for 
both men and women. 

Eighty-one companies grant 
disability to non-medical risks and 24 
companies decline. Two others confine 
it to men risks and seven others limit 
the amount for both men and women. 


112 
disability 
non-medical, 
grant this 
Six decline 


income 


Other Practices Reported 


Thirty companies report they write 
non-medical under all policy forms, 
while 41 write all but term non-medical. 


Forty-four companies eliminate both 
term and other special policy forms. 
Forty-three companies grant the privi- 
lege of writing non-medical to all agents, 
11 to all but those who abuse the privi- 
lege. The other companies confine non- 
medical to agents who meet certain 
qualifications as to experience, volume, 


Asked whether they write non-medical 
in. all geographical subdivisions where 
permitted by law, 102 companies re- 
plied they did. The other companies 
limit their non-medical territory. 





Appointment of Dulaney 
in Arkansas May Stand 


LITTLE ROCK, ARK., Feb. 
5.—Apparently authentic reports 
here indicate that Governor Par- 
nell, who recently appointed A. 
D. Dulaney as acting commis- 
sioner of insurance to succeed 
Commissioner Floyd, whose con- 
firmation was refused by the state 
senate, will let his present ap- 
pointment stand until after the 
legislature has adjourned and then 
give Mr. Dulaney a two- year re- 
cess appointment. Mr. Dulaney 
was assistant commissioner dur- 
ing the Floyd administration. 

It was said that Mr. Floyd in 
giving a letter of reassurance to 
policyholders in the Home Life of 

rkansas and later asking for re- 
ceivership, displeased the legisla- 
tors and also or Parnell. 
Mr. Floyd’s two actions were 
taken in less than one week and 
considerably disturbed the already 
delicate situation in Arkansas. 
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Statement of Condition 


as of December 31st, 1930 


Resources (Assets): 


Bonds: State, county and municipal bonds, only, (no industrial bonds), 
under which the company has received all interest payments due during 
the year. There is no principal in default..........ccccecccceeeecceeveveeees $564,292.65 


First Mortgages: On improved city real estate only—(the company owns no 
farm mortgages)—There is no principal in default. There is no interest in 


ED oc.c.cc000000s000ec0nccsesdnscapnccecescenescoqentusoesencettqceeseetensess 429.88 
Cash: The company has no cash in any closed bank, owns no certificates of 
deposit and has made no time deposits. All of its cash in bank is with- 
drawable on demand. The amount of this item, including $632.55 in the 

55,407.92 


Company’s OFFICE, 1S......ccrrccccccccccsscccccccccceveccccccecesesseessessceees 


Policy Liens and Deferred Premiums: Renewal premium notes, $883.05; 
policy loans, $3,020.55; net deferred premiums, $72,363.64........ce0e..eeeeee 76,267.24 


Accrued Interest: Secured by bonds $3,139.80, mortgages $2,760.59 and policy 








Beet GO ho 6s.ccckccdssctenennsncncavewnqnenqesesnensnnsceteceeneconcenseceees 5,958.44 

Real Estate: The company owns no real estate acquired under foreclosure 

GF GUREWIED ccccsccccccccccccescccccecccscececosercecacessocescoceseseesesoesese None 

Miscellaneous Assets: The company takes no credit for its current agents 

balances $750.45; and makes no advances to its agents. It has no stock 

notes, collateral loans or securities other than those given above. It takes 

no credit for its equipment inventory of $8,590.67........cccececececeeeeeeees None 
TOTAL RESOURCES. ....cccccccccccccccccvccccccccccccevesceesecescccecs $850,356.13 

Reserves (Liabilities): 

Reserves: For policies of insurance, disability and accident benefits, as 

computed by the Actuary of the Insurance Department of the State of 

Alabama, and covered by securities approved by the Superintendent of the 

Bureau of Insurance and held by the Treasurer of the State of Alabama 

under the Compulsory Reserve deposit law of the State, $131,885.00 less 

reinsurance reserves, $22,432.07.........ccecsccccccccvccceccceceeececsseseseses 109,452.93 

Reserves: To cover other policy obligations including death claims in 

process of settlement, $2,000; excess of liens over reserves, $46.21; present 

value of other policy obligations, $4,220.95.........ceceeeseeeeecceeseeeeeeees 6,267.16 

Reserves held for amortization of bonds at purchase rate.........+0+..eeeeee 1,694.28 

Reserves to cover agency obligations $1,576.01; accrued expenses and taxes 

MOt yet due, $2,866.09......ccccccccccccccccccccccccccccccersevseesecseesesecees 4,442.11 

Capital Stock ..cccccccccccecccccccccccccccccccccccscccccccossccees $458,090.00 

Unassigned Funds .....cccccccssccccccccccccccccccccccscsecccccoes 270,409.65 

GENERAL SURPLUS FOR PROTECTION OF POLICYHOLDERS.... 728,499.65 
EE, cintnccacedsntvetntedsticweissdesreneemenseriaueesesemenetan $850,356.13 

—— Insurance 
ese Be TARO. 5 iccncdndedsesdsessadsckeonsnecanneenessceebed $19,076,749.00 
Additional Accident Ins. not including “Double Indemnity”. “1306 3,621,154.00 


The Company offers all standard forms of life insurance and endowment insur- 
ance and annuities, including institutional endowments, children’s educational 
endowments, old age pension funds, group, wholesale and salary savings insurance. 
It has in force group policies covering $2,489,750.00 of insurance under employee- 


employer relationships, etc. 


Gains of 1930 


Increases 


The Company’s investment income was increased over that of 1929 by 
SN I oe) 8 i ce ak an gnemaauedebansteshonesnbanenetetnanin $ 19,150.08 


(This gain was at the r fate of 187° i) 
The Company's premium income was increased over that of 1929 by the 


BU OF cccccccesccccaccecnescosensensceseccsocccescecsoesouceseoueseceseocoeces 118,741.96 
(This gain was at the rate of 254%) , 

The Company’s resources were increased by the sum Of..........++sseeeeee 67,275.29 
(This gain was at the rate of 8.6%) 

The Company’s surplus was increased by the sum Of.........seeeeeeeeeeee 17,112.67 
(This gain was at the rate of 6.8%) 

The Company’s insurance in force (life) was increased by the sum of.... 5,880,801.00 
(This gain was at the rate of 44%) 

Its accident insurance in force was increased by the sum of..........000 1,091,154.00 


(This gain was at the rate of 47% 


BEN W. LACY, President 


ALL STATES LIFE 
INSURANCE COMPANY 


MONTGOMERY, ALABAMA 





Licensed in Alabama, Mississippi, Georgia and 
Tennessee 





General Agents Joint 
Conference Stimulating 


NORTHWESTERN MEN’S RALLY 


Many Important Subjects Came Up at 
the Gathering in Chicago 
This Week 


For the first time in its history the 
General Agents Association of the 
Northwestern Mutual Life of Milwau- 
kee held its meet- 
ing as a_ unit. 
Heretofore it has 
had meetings in 
three zone con- 
ferences. This 
large gathering 
was held in Chi- 
cago this week 
and was under 
the guidance of : 
the president, C. C. L. MeMILLEN 
L. McMillen, gen- 
eral agent at Milwaukee. The confer- 
ence was notable in other respects in 
that it was the first time that President 
W. D. Van Dyke of the Northwestern 
addressed the entire general agency 
staff. It was unique in another respect 
in that it was entirely managed by the 
general agents. It is a strong body that 
has high ideals and purposes. 





Evolution in the Business 


The Monday morning session was 
opened by an address by Mr. McMillen 
in which he stated that there has been 
a gradual evolution in the life insurance 
business. He stated that “many forces 
have been at work changing life insur- 
ance. There has been an evolution of 
policy contracts and coincident with 
that there has been a change in the 
philosophy of selling life insurance. 
Life insurance has gradually become 
known as good property to own. Mr. 
McMillen also said that the war gave 
a new conception of life insurance. The 
federal estate tax was an outcome of the 
war. This had a tremendous influence 
on the sale of life insurance. The war 
risk insurance act was the greatest offi- 
cial endorsement that any business had 
ever received from the -government and 
now the depression of the last year has 
given a real realization of the assets 
value and collateral value of life insur- 
ance. 

President Van Dyke's Talk 


The talk by President Van Dyke was 
very informal and it was confined en- 
tirely to a discussion of the company’s 
financial position and an explanation of 
its new statement. He pointed with 
pride to the farm mortgage situation 
with the Northwestern. He stated that 
the company now has only 484 farms 
which it is operating or which it owns 
out of the 30,000 farm loans. This 
amounts to exactly 1.9 percent of the 
total farm loan business of the country. 
Thus it is less than one-half of 1 per- 
cent of the admitted assets of the com- 
pany. 

Agency Superintendent Spoke 


The next speaker was C. H. Parsons, 
superintendent of agencies, whose talk 
on “The Platform on Which We Stand” 
was a straight from the shoulder talk 
on building business. He said the one 
great topic of the gathering should be, 
“Building Our Business.” He said that 
this meant the recruiting, training and 
supervision of agents. He held there 
had been too much promiscuous selec- 
tion of part time agents. He said never- 
theless life insurance as a whole is today 
commanding a much higher type agent. 
He said there never was a time when 
it was easier to get new agents and 
there also never was a time when it 
was so hard to get the new agents 
started producing. 
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Lincoln National Agents 
Hold Meeting in Detroit 


MANY PRIZES ARE AWARDED 


Conservation, Life Insurance As an In- 
vestment and Health Education, 
Stressed by Speakers 


More than 300 Lincoln National 
agents attended the three-day central 
district sales conference of the company 
in Detroit Feb. 2-4. Vice-president W. 
T. Shepard presided, and 20 home office 
officials and agency managers took part. 
This was the second of a series, the first 
having been held in New York. The 
third and fourth meetings will be in 
Kansas City and Los Angeles in a short 
time. 

A. L. Dern, manager of agencies, 
talked Monday, pointing out that more 
effort is needed in conservation, under 
the subject, entitled “The Handwriting 
in the Sky.” Dr. W. E. Thornton, med- 
ical director, gave a vigorous exposition 
of the importance of health educational 
work in underwriting, on the subject 
“Health-minded.” 

Plogsterth Points Moral 


W. T. Plogsterth, assistant superin- 
tendent of agencies, talked on “Life In- 
surance Sales,” pointing out that life 
insurance went safely through financial 
stress, while stocks, bonds and real es- 
tate depreciated in value, and he said 
one bank out of every five in the United 
States has failed within the past five 
years. 

Dr. C. J. Rockwell, insurance edu- 
cator, was the feature speaker, giving 
the essence of life insurance salesman- 
ship in six concise lectures occupying 
Monday afternoon and the entire day 
Tuesday, under the titles, “Making Life 
Insurance Attractive,” “Ten Essentials 
to Success,” “Insurance for the Ordi- 
nary Estate,” “Insurance for Educa- 
tion,” “Principles of Closing” and “Im- 
portance of Incomes for the Family.” 

Monday evening the agents and 
guests were entertained at a_ theater 
party. Tuesday evening a banquet was 
held and trophies presented, with Vice- 
president Shepard as toastmaster. 

The Columbus, O., agency was 
awarded the trophy for largest agency 
production in 1930. In the central dis- 
trict, G. F. Lofthouse and F. T. Free- 
man Detroit general agents, won the 
awards for greatest production in July 
and August, respectively, and E 
Campbell, Columbus general agent, 
the award for heaviest October produc- 
tion. Many agents were given diplomas 
for consecutive weekly production, the 
highest being O. F. Gillian, Bern, Ind., 
853 weeks. Membership in the Minute 
Men who produced at least $100,000 in 
the last four months of the year, was 
conferred on a number of agents. 


Campbell Wins Honors 


Honors in the Spotlight Club, con- 
sisting of those who brought in the 
greatest number of new agents who 
wrote $50,000 or more in their first year, 
went to H. E. Campbell of Columbus. 

Wednesday an open forum was held 
on field problems. J. J. Klingenberger, 
auditor, talked on “Maintaining Card 
Records,” and Roland Cutter, agency 
corespondent central district, on “You 
and Your Correspondent.” A, A. Mc- 
Fall, superintenednt of agencies, cen- 
tral district, talked on “Our Division 
eens in the  Billion-dollar 

Throughout the three days there were 
instructive ten-minute talks by agents. 
Wednesday afternoon was given over 
to individual conferences between agents 
and home office executives. Among 
home office men present were S. C. 
Kattell, actuary; J. L. Carroll, assistant 
superintendent of agencies: A. C. Fish- 
ack, agency secretary; E. C. Wightman, 
assistant secretary, and E. P. Hermann, 
advertising manager. 
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Excerpts from 1930 Statements 





The Northwestern Mutual Life an- 


nual statement shows insurance in 
force $4,055,474,000 for 1,049,503 poli- 
cies. New business was $337,854,000. 


Of this 51.24 percent was on old policy- 
holders. The assets are $937,721,000 or 
an increase of $49,244,000. The 
dends were $42,207,000, increase 6.2 per- 
cent. 
than the year before. The insurance in 
force increased $142,231,000 or 2.2 per- 


divi- | 


The new business was 11.08 less | 


was any interest overdue or unpaid. 
The agents’ balance item amounts to 
$750 at the end of two years. The 
company has not changed its practice of 
declining to make advances to agents. 
During the early months of this year 
two new states are to be opened. 
Missouri State Life 

The Missouri State Life reports in- 
surance in force $1,249,920,574, which is 
compared with $1,232,765,265 at the end 
of 1929. Its total admitted assets are 


| $151,628,921 compared with $143,261,545. 


cent. Policy loans aggregated $171,- 
956,000, increase $22,000,000 or 15.39 | 
percent. Policy loans repaid exceeded 


those of 1929 by nearly 
25.95 percent. 
$39,578,000, increase $1,827,000. 
investments 44 percent are in 
gages, 
cent in policy loans. 

The Western & Southern Life’s new 
statement shows assets $115,360,694, 
capital and surplus $15,734,678, 
ance in force $753,434,113. 


mort- 


Mutual of N. Y. Increases 


President Houston reports an increase 
of more than $61,000,000 in the assets of 
the Mutual Life of New York. The net 
admitted assets of the company are $1,- 
052,196,494. 

Insurance in force is $4,464,278,069, an 
increase of $165,503,523. Paid for busi- 
ness in 1930, including additions to poli- 
cies by dividends, amounted to $467,- 
580,199. Dividends to be apportioned 
to policyholders this year will aggregate 
$45,886,107. 

In 1930 the company paid $49,552,683 
in death claims of which $1,291,710 was 
under double indemnity contracts. To 
living policyholders in 1930 was paid 
for matured policies, cash surrender val- 
ues and dividends $70,053,246, which ex- 
ceeded the death claims by $20,500,563. 


Mortgage loans outstanding totaled 
$300,013,260. No real estate is held 
under foreclosure. The only real es- 


tate owned by the company is the home 
office building. 

The net admitted value of the com- 
pany’s investments in stocks and bonds 
amounted to $538,560,070. 


Central Life of Chicage 


Breaking all records of previous 
years, the new paid-for business for 
1930 of the Central Life of Illinois to- 
taled $17,252,308. This was an increase 
of $2,231,000 over 1929, over 15 percent. 
It has $73,000,000 insurance in force, an 
increase of $6,000,000 during 1930. Dur- 
ing the past two years that the com- 
pany has been under the direction of 
President Alfred MacArthur and Vice- 
President Irish, remarkable progress 
has been made in every department and 
the agency organization has doubled in 
size. Its mortality rate was 40 percent. 


Guarantee Fund Life 


The Guarantee Fund Life of Omaha 
shows assets $15,963,041, increase $950,- 
551, surplus $5,601,836, insurance in 
force $172,348,941 mortality 58.69 per- 
cent, investment income $742,201, rate 
of interest 5.46, claims paid last year 
$1,713,955. 

All-States Life 


The All-States Life of Montgomery, 
Ala., shows assets $850,356, insurance 
in force $19,076,049. It has additional 
$3,621,154 accident insurance in force. 
It shows a gain of 187 percent in in- 
vestment income, 254 percent in pre- 
mium, 8.6 in assets, 6.8 in surplus, 44 
percent of life insurance in force, 47 
percent in accident insurance in force. 
The cost of new business did not in- 
Crease. The mortality rate remained 
favorable. A substantial number of re- 
ductions were made in overhead ex- 
pense. The All-States Life points out 
that 75 percent of its first mortgage 
loans provide for a reduction of prin- 
cipal during the year. At the end of 
the year no principal was in default nor 


32 percent in bonds and 19 per- | 


$5,000,000 or | 
The death claims were | 
Of the | 


insur- | 





Total income for the year was $40,- 
559,197 of which $29,730,204 was pre- 
mium income. This was an increase of 
about $800,000 over total income for 
1929. 

The Missouri State apportioned for 


policy dividends in 1931 $1,096,022 which 
is in excess of $100,000 more than in 
1929, payable in 1930. Placed in a con- 


tingency reserve for investment was 
$600,000 which left a free surplus of 
$1,616,561, which is compared with $3,- 


245,132 in 1929. Capital stock is $5,- 

000,000 as compared with $4,000,000. 
Much of the decrease in surplus is ac- 

counted for by the company writing off 





completely some of the items involved in 
the Caldwell crash, but on which there 
is expectation of substantial salvage. 
The Missouri State charged off its $130,- 
000 deposit in the National Bank of 
Kentucky although there may be 75 
percent salvage on this item. Neither 
was the probable s salvage taken into full 
consideration in giving the deposits of 
the Missouri State in the Bank of Tenn- 
essee, 

In a message to policyholders Presi- 
dent Hillsman Taylor states that the 
company made progress in volume of in- 
surance in force despite general adverse 
conditions. He reported the mortality 
as 66.5 percent of the expected. 


International Life Business 


He added that the International Life, 
which the Missouri State reinsured in 
1928, showed an increase in assets and 
good persistency of business. 

President Taylor stated that in his 
administration no new mortgage loan 
has been made that is now in default, 
either as to principal or interest. He 
said the company has $5,000,000 in farm 








land that it is selling on a sound basis | 


but this investment 
part of the total. Sixty percent of the 
company’s real estate is in improved city 
property. 

The accident department of the Mis- 


constitutes a small | 
| health 


| surplus 


souri State produced $1,040,483 in pre- 
miums, 

Payments to policyholders were 
686,815. 


$20,- 


Provident Life & Accident 


The Provident Life & Accident of 
Chattanooga shows a gain of 22% per- 
cent in life insurance in force, the gain 
being $9,990,710. The insurance in force 
is $54,603,238. This gain was 4.8 per- 
cent better than 1929. The life depart- 
ment is 13 years old. The accident and 
health premiums made a gain of 6 per- 
cent or $276,385. The premium income 
from this source was $4,539,685, assets 
are $5,560,460, gain $513,315. It has 
$1.40 of assets for every dollar of liabil- 
ity. L. N. Webb, assistant vice-presi- 
dent, was made vice-president and R. 
L. Maclellan, agency secretary life de- 
partment, was made assistant secretary 
of the company. 


Abraham Lincoln Life 


The Abraham Lincoln Life shows as- 
sets $3,516,155, capital $200,000, free 
$166,645, policyholders surplus 
new business $7,193,035, insur- 
force $28,353,497, accident and 
premiums $448,579, total income 


$402,676, 
ance in 


| $1,455,142, increase in assets $254,206, in- 


|crease in surplus 


$27,315, paid policy- 


holders $491,643. 


























Royal Union Life Building 
Cor, Seventh and Grand Ave. 
Des Moines, Iowa 


A NEW YEAR’S RESOLUTION: 


After another highly success- 
ful campaign with our pop- 
ular children’s policies that 
go automatically into full ben- 
efitat age 5, the Royal Union 
Agency Force is entering the 
year 1931 firmly resolved to 
devote even more time in the 
development of this profit- 
able prospect field. 


Our Juvenile forms are fast 


selling contracts. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 
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New Home Office Building 











aS, 
We Offer 


—Policies all ages, 1 day to 70 years. 


—Non-Medical—Sub-standard. 





| —Double Indemnity. 





POLICY. 


| —Producers’ Club. 





Available territory in seventeen 
~@ states West of the Mississippi 
River and in Illinois and Florida. 


es 90" 70 


James A. McVoy, President 








A Complete Life 
Insurance Service 
for a Modern Age 


—Both Participating and Non-Participating. 


—Disability, Dismemberment and Surgical Benefits. 
—Special Monthly Premium Payment Plan. 


—Children’s Policies with Beneficiary Insurance. 
—NEW FAMILY INCOME PROTECTION 


—Sales Planning and Circularizing Department. 


~4e0 


WRITE DIRECT TO HOME OFFICE 


Central States Life 
Insurance Company 


HOME OFFICE: SAINT LOUIS 
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Company Will Soon Operate 


Washington Life of Indianapolis Ex- 
pects to Be Ready for License 
in Few Weeks 








INDIANAPOLIS, Feb. 5.—W. H. 
Kershner, who is in charge of the or- 
ganization of the Washington Life of 
Indianapolis, states that the stock will 
be sold and the company licensed not 
later than May 1. It will have capital 
of $100,000, and an equal amount of 
surplus. The stock, which has a par 
value of $10, is being sold at $23 a 
share. Of this, $10 is for the capital 
account, $10 for surplus and $3 to de- 
fray the promotion and organization 
costs. Not more than 200 shares will 
be sold to any one purchaser. 

Mr. Kershner operates a general in- 
surance agency in Indianapolis, and has 
had considerable insurance experience. 
He was adjutant- general of Indiana for 
five years, retiring from that position in 
1929. 


Occidental, N. C., Maps Sales 
Aid Program for the Year 








An elementary sales training course 
for new agents, adapted especially for 
class room use is in preparation by the 
Occidental Life of North Carolina, the 
company informs its staff. This course 
is expected to be the outstanding sales 
help to be offered by the company this 
year. 

The Occidental is also preparing an 
important service for its general agents, 
managers and supervisors in recruiting 
new agents. It will be known as the 
Agency Service Bureau and its chief 
task will be circularizing prospective 
agents with messages and illustrated let- 
ters dealing with the advantages of life 
insurance as a career. 

A continuous policyholders’ service 
campaign is also being inaugurated by 
the Occidental. It contemplates that 
producers shall call upon policyholders 
at least twice each year during the first 
two years their policies are in force. It is 
suggested that birthdays and change of 
age dates be occasions for the visits. 
The purpose of this system is to reduce 
lapsation, to get new leads from policy- 
holders and to sell new insurance on 
the lives of old policyholders. 


American Life & Accident 
Buys Home Office Building 








The American Life & Accident of 
Louisville has purchased the Keller 
building in its home city, the title of 
which will be changed to the American 
Life building and will be occupied by 
the home office of the company. The 
main floor of the Keller building was 
formerly occupied by the National Bank 
of Kentucky. It is a six-story structure. 
The company plans improvements, in- 
cluding the building of a new stone 
front. 

The American Life & Accident re- 
cently acquired the assets and business 
of the Kentucky State Life. Diyqwiddie 
Lampton is continuing as president of 
the American Life with W. L. Moss, 
president of the Kentucky State Life, as 
vice-president of the American Life. 





Life of Virginia Promotions 


A. C. McKenney ‘has been elected 
first vice-president of the Life of Vir- 
ginia to succeed W. L. T. Rogerson, 
who died last March. He had been 
vice-president and treasurer. F. D. Hill, 
formerly assistant treasurer, became 
treasurer, and H. B. Lee, chief clerk in 














the treasurer’s office, assistant treasurer. 





Moss Carriers Hold Premiums 





Writings of New Orleans Group Only 
$500,000 Less in 1930 Than 
in 1929 





A reduction in premium income of the 
constituent companies of the Insurance 
Securities Group of New Orleans of less 
than $500,000 during 1930 compared 
with 1929, is reported by W. Irving 
Moss, president. The net premium in- 
come of the companies was $22,950,949 
in 1929 and $22,493,700 in 1930. 

The casualty companies in the group, 
consisting of the New York Indemnity 
and the Union Indemnity wrote net pre- 
miums of $19,159,130 in 1930, compared 
with $19,431,154 in 1929. 

Fire Premiums Increase 

The fire companies, consisting of the 
La Salle Fire, lowa Fire and Bankers & 
Merchants Fire wrote $1,135,610 in net 
premiums in 1930 and $1,006,831 in 1929. 


Title guarantee and life premiums of 


the Detroit Life, Union Title Guaranty 
Company and Union Title & Trust Co., 
amounted to $2,199,960 in 1930 which is 
contrasted with $2,422,962 in 1929. 

“We have passed through a very try- 
ing year for underwriting in all fields of 
insurance but we feel much gratified 
with the result,” President Moss com- 
mented on the figures. “We have been 
especially fortunate in almost completely 
escaping depository liability on dis- 
tressed banks in all sections of the coun- 
try. Our investment securities have 
shown considerable shrinkage in value 
but the financial position of all com- 
pany members of our group will be very 
pleasing and satisfactory to our many 
friends when disclosed through our an- 
nual report to be published about the 
end of the month.” 





American Central Life 
Will Dedicate Building 





INDIANAPOLIS, Feb. 5.—By the 
middle of March or the first of April 
the American Central Life will move 
into its handsome new home office 
building now nearing completion in the 
block bounded by Fall Creek boulevard, 
Meridan, Illinois and 26th streets. The 
structure will be dedicated at the time 
of the annual meeting of the American 
Central Field Club, just prior to Dec- 
oration Day. As usual, the members of 
the club will be guests at the annual 
automobile races at the Indianapolis 
Speedway on Decoration Day. 

The new building is three stories in 
height, and so planned as to permit the 
erection of additional wings when 
growth makes more space necessary. 
The present home office building on 
Monument Circle will eventually be 
sold. 





Lincoln National Announces 
Club Officers and Leaders 





W. T. Shepard, vice- -president in 
charge of agencies for the Lincoln Na- 
tional Life, has announced the officers 
for the company’s honor production 
clubs for the year. They are: J. S. 
Touchstone, Texas, president Emanci- 
pator Club; . D. Davis, Nebraska, 
president Circuit Rider Club, and O. 
D. Douglas, Texas, president Railsplit- 
ter Club. 

The ten leaders for 1930 in personal 
business, “eg basis are C. M. Varde, 
Chicago; H. C. Lawrence, Newark; T. 
I. Ramer, ‘Wilkes- Barre, Pa.; G. S. 
Perrin, Salt Lake City; Clyde Chaddick, 
San Antonio; J. Wade Bailey, Fort 
Wayne, Ind.; L. R. Lay, El Paso; C 
R. Gowan, Salt Lake City; W. L. 
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Whalen, Philadelphia, and H. E. Camp- 
bell, Columbus. 

The leading agencies for the year are 
the O. D. Douglas agency, San An- 
tonio; Northwest agency, Minneapolis; 
Southern California agency, Los An- 
geles; E. J. Brand & Co., Chicago, and 
the C. A. Wooster agency, Philadel- 
phia. 





To Launch Cuban Life 


RICHMOND, VA., Feb. 5.—C. M. 
Ortega, head of the Richmond local 
agency of Ortega, Robins & Race, is 
leaving for Havana, Cuba, to launch the 


Cuban Life which was recently organ- | 


ized with himself as president. He plans 
to start business soon after he reaches 
Havana. He will be accompanied on 
the trip by Hughes Ware, assistant sec- 
retary-treasurer. Mr. Ware is secretary- 
treasurer of the Mutual of Richmond. 
Interests affiliated with this company 
are also backing the Cuban Life which 
will concentrate on industrial business. 

The company will be known in Ha- 
vana as La Vida Cubana Cia de Seguros, 
this being the Spanish name for the 
Cuban Life Insurance Company. It 
will start off with paid in capital of $60,- 
000 but has authorized maximum capital 
under its charter of $1,000,000. 





New Home for Southern States 


The Southern States Life of Atlanta 
is remodeling the Metropolitan building 
and will move into it about April 1 and 
occupy two floors of the building. The 
agency force will meet in Atlanta this 
year and the meeting will be a house 
warming for the new building. Presi- 
dent W. L. Moore, who is now direct- 
ing agency activities, reports a very 
good outlook for 1931. 





New Protective Directors 


The Protective Life of Birmingham 
at its annual meeting last week elected 
two new directors: Otto Agricola, presi- 
dent, First National Bank of Gadsden, 
Ala., and E. C. Melvin, president Selma, 
Ala., National Bank. A 12 percent divi- 
dend was declared as of Jan. 1. 


New Company Reports 


Only 21 days after commencing busi- 
ness the Bankers Union Life of Denver 
closed its books Dec. 31 with assets 
totaling $119,867. The company has cap- 
ital, paid up in cash of $100,000 and net 
surplus of $19,867. Insurance in force 
Dec. 31, 1930, was $384,000, this amount 
having been written during the 20 days 
preceding. Total premium income was 
$13,222 and total income was $28,257. 
No payments were made to policyhold- 
ers or beneficiaries during the year. 
Total disbursements during the short 
period the company was in business last 
year amounted to $12,280. 


Welty Elected President 


JACKSON, MISS., Feb. 5—C. W. 
Welty, ten years vice-president and gen- 
eral manager Lamar Life, was elected 
president and H. S. Weston, chairman 
of the board of directors. Calvin Wells, 
general counsel, and Dr. J. O. Segura, 
medical director, were elected vice-presi- 
dents. 


Gen. W. S. Metcalf Retires 


Gen. W. S. Metcalf of Lawrence has 
resigned as chairman of the board of 
the Liberty Life of Topeka. He is suc- 
ceeded by Eli G. Foster, vice-president. 
General Metcalf was one of the organ- 
izers of the company and for many 
years was president. He has been di- 
rectly in charge of its farm loans, hav- 
ing been active in that field for many 
years. He is retiring from active serv- 
ice in all of his interests. 


Victory Life’s New Directors 


_At the sixth annual meeting of the 
Victory Life of Chicago the reports of 
President Overton and the other offi- 
cers showed that in spite of the general 

















depression during 1930, the company 
experienced a reasonable net increase in 
paid-for business, with an increase in 
premium income of approximately $50,- 
000 and an increase in assets of $187,000. 

Two additions were made to the di- 
rectorate by the election of Chas. A. 
Shaw, assistant to the president, and 
James E. Stamps, manager of agencies. 
These officers have been associated with 
the company since its organization and 
have contributed largely to the success 
with which it has met during the period 
of its operation. 

In addition to the Chicago directors 
there were present at the meeting, Mrs. 
Gertrude Savory of New York City, 
Dr. O. A. Taylor of Cleveland, Ohio, 
and Drs. Haley Bell and S. H. C. 
Owens of Detroit, who traveled from 
Detroit to Chicago by airplane. 


Gives Loan Experience 


Loan experience of the New York 
Life made public this week is of in- 
terest. The company paid $88,000,000 
loans and interest to policyholders last 
year under 325,513 loans, which was an 
increase of 74,018 loans over 1929 and 
more than $11,000,000 increase, or 29 
percent. Of the increase about 40 per- 
cent was premium loans and 60 percent 
cash. In addition to premium loans 





there were 88,126 premium notes ac- 
cepted for more than $8,000,000, repre- 
senting an increase of 21,236 notes or 
31 percent. A cheerful note creeps into 
the report in that more than $7,000,000 
of this borrowed money was repaid in 
cash last year, an increase over 1929 
repayments of $1,747,642, 
notes were repaid to the 
$889,034, 


Buys Radio Station 


The Farmers & Bankers Life of 
Wichita, Kan., is going to use the radio 
as an advertising medium. 
sley, president, has concluded negotia- 
tions for the purchase of radio station, 
KFKB at Milford contingent upon the 
radio commission authorizing the station 
to operate. 


State Mutual Life Directors 


The State Mutual Life elected E. G. 
Merrill of New York City, president of 
the Bank of New York & Trust Co., 
and F. D. Comerford of Boston, presi- 
dent New England Power Association 
as directors. Mr. Merrill is the first 
man outside of Massachusetts to serve 
on the board. He is one of the United 
States directors of the Atlas Assurance 
of London, Caledonian Insurance Com- 
pany of Edinburgh, Skandia Insurance 


extent of 








and premium | 


H. K. Lind- | 





Company of Stockholm, Patriotic In- 
surance Company of New York, Sun 
Indemnity of New York, Sun Under- 
writers Insurance Company of New 
York, all fire or casualty companies. 





Consumers Life Quits 


The Consumers Life of Chicago, an 
assessment company, has been referred 
to the attorney general for liquidation. 
It was a small concern, having assets 
of about $2,229, liabilities $2,251. Its 
insurance in force was $2,321,500. 





Lincoln National’s New Directors 


The Lincoln National Life has de- 
clared its regular 20 percent dividend, 
plus an extra 5 percent dividend, It 
has elected three new directors, W. W. 
Zachary of New York, American 
Founders Corporation; Assistant Secre- 
taries L. J. Kalmbach and E. C. Wight- 
man. The increase in insurance in 
force amounted to over $78,000,000 or 
11 percent. Its net earnings totaled 
$600,000 and gross earnings $24,000,000. 
The assets increased $76,000,000 or 9 
percent. 





Midland Mutual’s Figures 


The Midland Mutual Life of 
bus shows assets $19,843,957, 


Colum- 
capital 











BOARD 
of 
DIRECTORS 


MODIE J. SPIEGEL, Chair- 
man. 
Chairman of the Board, 
Spiegel-May-Stern & Co., 
one of the three largest 
mail order houses in the 
world; Vice-President Gat- 


zert & Company, Invest- 
ment Bankers. 

ROBERT E WILSEY, 
President R. E. Wilsey & 
Co., Investment Bankers, 
offices in all principal 


Vice-President and 
Director Railroad Shares 
Corporation, Investment 
Trust; Vice-President and 
Director Seaboard Utilities 
Investment 


cities; 


Company, 
Trust. 


Cc. J. DRIEVER, President 
Cochran & McCluer, Mort- 
gage Bankers; Vice-Presi- 
dent Chicago Mortgage 
Bankers Association. 


FRED W. BAILEY, Vice- 
President Old Republic 
Life Insurance Company. 


H. D. FOSTER, Vice-Presi- 
dent Old Republic Life In- 
surance Company. 


Cc. H. BOYER, Eastern 
Manager, Old Republic 
Life Insurance Company. 


CLINTON W. HOWE, 
President Old Republic 
Life Insurance Company; 


Vice-President American 
X-Ray Corporation. 


* 

Tes Modern Full Family 
Protection Policy for every mem- 
ber of a family between 1 and 50 
years of age including husband, 
wife, children and relatives living 
in the same household is provided 
at a low cost by this old line legal 
reserve life insurance company 
through its arrangement with the 
Chicago Herald and Examiner. 


No medical examination is neces- 
sary for men, women and children 
for $1,000 and as high as $2,500 
for men between 15 and 45. 
$10,000 is the maximum amount 
issued any one person. 


The fact that this great newspaper 
is featuring this unusual policy of 
the Old Republic Life vouches for 
the strength, reliability and man- 
agement of this company. 





C. W. HOWE, 
President 


FRED W. BAILEY, 
Vice-President 

N. A. NELSON, JR. 
Secretary 

C. J. DRIEVER, 
Treasurer 
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OLD REPUBLIC LIFE 
INSURANCE COMPANY 


Home Office: 221 N. La Salle St. 
CHICAGO 
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$111,634,748, gain in assets $1,650,000. 
It paid death claims $590,270 last year. 
The living policyholders were paid in 
dividends, etc., $2,396,888. It is now 
operating in 12 states. The company is 
well managed in every particular. 


New World | Seon to Move 


The New World Life is now prepar- 
ing to move its home office from Spo- 
kane to Seattle and the transfer will be 
made on Feb. 20. The official opening 
will be March 7. 


First National Elects Feb. 12 


Stockholders of the First National 
Life of St. Louis will meet Feb. 12 to 
elect directors and officers. Final steps 
were taken last week to perfect the mer- 
ger of the First National with the Uni- 
versal Life of St. Louis. J. F. Dick- 
mann, president of the First National, 
is acting in that capacity for the en- 
larged company and probably will be 
elected president at the meeting Feb. 12. 








Dr. McCloud to Devote Full Time 
Dr. C. N. McLoud, who has been 





second vice-president and medical di- 


associated with it since 1903. 





Brooklyn National Life 


The Brooklyn National Life showed 
an increase in premium income for 
1930 of more than 15 percent and an in- 
crease of assets of approximately 18 
percent, Ben S. Graham, vice-president 
announces. 





Gem City’s New Officers 


At the annual meeting of the Gem 
City Life two new vice-presidents were 
elected, J. A. Parsons and E. D. Wood- 
ward. 





Form Southern Reserve 


The Southern Reserve Life, 516 South 
National boulevard, Springfield, Mo., 
has been formed and licensed as a stipu- 
lated premium company with $25,000 
capital. 


Life Company Notes 
Central States Life, St. Louis—<Assets 
$14,403,573, as compared with $13,225,- 
618 a year ago, capital $400,000, net sur- 
plus, $351,168, contingency fund $430,000, 





$104,513,695, as compared with $102,890,- 
066 a year ago. 

The Bankers Mutual Life, Illinois as- 
sessment company, reports $32,205,000 in- 
surance in force Dec. 31; assets of $685,- 


ment of the Knights of Pythias, has been 
licensed in Montana and Maryland. 

The Fidelity Union Life of Dallas has 
elected three new directors, B. A. Mc- 





Kinney and W. G. Carroll of Dallas and 
Leon Goodman of Midland. 











LIFE COMPANY CONVENTIONS 











Present Conditions Aid Sales 


U. S. Chamber of Commerce Field Sec- 
retary Tells Ohio State Life Men to 
Capitalize on Them 








COLUMBUS, O., Feb. 5—At the 
silver anniversary convention of the 
Ohio State Life, W. M. Swain, Wash- 
ington, D. C., field secretary of the 
Chamber of Commerce of the United 
States, discussed “Capitalizing on Pres- 
ent Conditions.” He said life insurance 
is going to help restore many estates 
that have been depleted by the present 
business depression. He declared life 
insurance has weathered the gale bet- 
ter than any other investment, with the 
possible exception of government bonds, 
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DISBURSEMENTS ....... 


NEW INSURANCE . 
-E IN FORCE... 


Bankers Life Insurance Company 


of Nebraska 


Home Office—Lincoln, Nebraska 


Founded in 1887 


¢ ¢ 


H. S. WILSON, President 


Abstract from the forty-fourth annual report for the year 


ending December 31, 1930 


.$ 39,725,533 
28,301,600 


SURPLUS (Apportioned and 
Unapportioned) 


11,423,933 


6,343,953 
4,182,078 


15,486,467 
146,355,783 
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PERCENTAGE OF DEATH LOSSES PAID TO MEAN INSURANCE. ...0.453 
PERCENTAGE OF LAPSE AND SURRENDER TO MEAN INSURANCE..5.31 





Increase in 1930 


$2,693,360 
2,182,174 


511,186 


456,365 
995,756 


1,210,055 
6,494,883 

















and that many persons who lost in 
stocks are now turning to life insur- 
ance as a place to put their funds. Mr. 
Swain said prices have reached bottom, 
that the table is set for a revival of busi- 
ness and that with the purchasing power 
of the dollar 50 percent greater than it 
was 15 months ago, all that is needed to 
restore business is the proper frame of 
mind. 

Other speakers were President John 
M. Sarver, W. H. Hecht, general agent, 
Celina, O.; U. S. Brandt, vice-president 
and counsel; H. C. Fetsch, actuary; 

F. Shafer, Mansfield, recently elected 
a director; T. F. Cunneen, manager of 
the insurance department of the Cham- 
ber of Commerce of the United States; 
J. M. Holcombe and H. G. Kenagy, 
Life Insurance Sales Research Bureau, 
and R. E. Boller, manager at Hamil- 
ton, O. 

W. S. 


Boyenton, superintendent of 
agencies, 


who was to have presided at 
some of the sessions, was called to 
Hampden, Va., by the death of his 
brother in an automobile accident. 


Million a Month Is Pledge 


Agents of Gem City Life Set That Quota 
for Themselves for 1931 at Annual 
Meeting in Dayton 











DAYTON, O., Feb. 5.—‘“Optimistic 
prophets predicting business recovery 
are all very well, but the recounting of 
business records for the past year that 
show almost normal achievement is still 
more hopeful for the future,” I. A. Mor- 
rissett, president of the Gem City Life, 
declared in opening a three-day conven- 
tion of its agents here. 

“Harder work, careful management 
and keeping the field and office organ- 
izations intact are essential in warding 
off the effects of depression cycles—at 
least this combination has managed to 
keep the business of the Gem City Life 
for the past 12 months in the normal 
class.” 

Mayor McDonald welcomed the visit- 
ing agents. Speakers were K. M. Pars- 
ley, assistant manager; H. E. Brennan, 
manager accident and health depart- 
ment; J. L. Pauley, manager group de- 
partment; R. S. King, Indianapolis, state 
manager Union Central Life, and Jay 
Leach of the Winters National Bank, 
Dayton, who spoke on “Life Insurance 
Trusts.” 

“A million dollars a moath for 1931” 
was the pledge made by agents at the 
closing session of the convention. The 
1930 production, the largest in the his- 
tory of the company, was approximately 
$6,000,000. 


American Security Meeting 


The American Security Life of Bir- 
mingham held its agency convention 
this week in its home city. All Alabama 
agents that had qualified were called 
in for a two-day session covering an 
educational program. Comedy skits and 
entertainment sketches were introduced. 








Western & Southern Convention 


The annual convention of the entire 
field force of the Western & Southern 
Life will convene in Cincinnati on 
March 26-28. 





Convention Notes 


The Great American Life of Denver, 
recently licensed in Colorado and Texas, 





made its initial bow in a week's inaugu- 
ral convention at San Antonio, Tex. 
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Fine National Life a 
Is Disclosed by Dr. Thomas 


EXCELLENT GAINS ARE MADE 


Policy of “Rock-ribbed” Vermont Com- 
pany Is Stressed at General Agents 
Meeting in Chicago 


Interesting figures disclosing the fine 
record made by the National Life of 
Vermont last year were given by Dr. 
John M. Thomas, first vice- -president, 
at a dinner in Chicago Jan. 29, ending 
an all-day session of a special meeting 
of central western general agents of the 
company at which Mare A, Law, Chi- 
cago general agent, was host. Dr. 
Thomas formerly was president of Rut- 
gers College. 

Dr. Thomas said the National paid 
for the largest amount of insurance in 
its history last year, $72,736,000, which 
is about $1,250,000 increase over 1929. 
Thirty-three agencies showed increased 
business. Among these were Blooming- 
ton, Ill., with $1,681,000, a gain of $648,- 
000; Cedar Rapids, Ia., $1,655,000, a 
$407,000 gain; Chicago, with $2,896,000, 
a $181,000 gain. 

The company’s assets at the end of 
the year were $138,342,000, a gain of 
$7,709,000; insurance in force was $616,- 
888,000. Surplus was $8,140,000, a gain 
of $657,000. 


Much Goes to Offset Losses 


The National Life had somewhat the 
same experience as many other com- 


panies in that much of the new busi- 
ness went to offset losses. This was 
particularly evident in the south, Dr. 


Thomas said. He stressed that if the 
company had taken the amortized value 
of bonds in its investment portfolio 
rather than the market value, surplus 
would have been $400,000 larger. 

Interest rate earned was 5.29 percent 
as compared with 5.24 the year before. 
There was a large amount of lapsed and 
surrendered business and a large pro- 
portion of insurance at low premium. 
Premium income was $244,000 less than 
in 1929. Mortality was 59.14 percent 
as against 55.25 in 1929, the excess in 
mortality being found almost entirely 
on the larger risks. There was a large 
amount of policy loans. 

Dr. Thomas said the National Life 
executives feel their duty, particularly 
this year, is to keep the company strong 
in two respects, personnel of manage- 
ment and in finances. “Nothing will 
help so much in the long run as this,” 
he said. 

The company has $62,340,000 of first 
mortgages. Farm mortgages carried 
showed a decrease but city mortgages 
increased approximately $900,000. 


Many Good Prospects Today 


George Robinson, Detroit general 
agent, said there never has been a time 
when life insurance has been so much 
in the minds of the public as now, and 
his agents tell him they have never had 
sO many good prospects as today 

John Hammil, trust officer First Na- 
tional Bank, Chicago, said that in many 
cases which come before him life in- 
surance is the only means of solving 
the estate problem, and the modern 
trust man cannot overlook life insur- 
ance. “I have observed that the more 
life insurance a man carries the easier 
it is to administer his estate at his 
death,” he said. 

At the business sessions it was an- 
nounced that the company has increased 
its limits, $300,000 now being the top 
between ages 25 and 55, and limits at 
other ages are also increased. The 
limit on term has been increased from 
$100,000 to $150,000. 

_Dr. E. A. Colton, assistant medical 
director and Karl Gumm, assistant su- 
perintendent of agents, also attended 
from the home office. General agents 





New Chairman 














BROCK 


E, A. 


Secretary E. A. Brock of the Great 
West Life of Winnipeg has been ap- 
pointed chairman of the general pro- 
gram committee of the 1931 annual con- 
vention of the Insurance Advertising 
Conference to be held in Toronto, Oct. 
4-6. He is a native of Winnipeg and is 
43 years old. He was educated at Mc- 
Gill university. He takes an active part 
in the Chartered Institute of Secretaries. 
He started as a life insurance salesman. 
In 1912 he was made provincial man- 
ager of the Gresham Life in British 
Columbia. In 1914 he became assistant 
secretary of the Great West Life and 
in 1927 was made secretary. 


S. Rench of St. Louis, E. A. Hasek, 
an City; C. V. Shepherd, Cedar 
Rapids; Paul Stewart, Minneapolis; F. 
G. Bean, St. Paul; W. E. Quinn, Mil- 
waukee, and B. L. Crosthwait, Bloom- 
ington. 





Is Assistant Superintendent 


K. G. Gumm, agency supervisor of 
the National Life of Vermont for a year, 
was appointed assistant superintendent 
of agencies at the company’s annual 
meeting. He started with the Massa- 
chusetts Mutual as district agent in 
Edgar county, Ill. Later he was super- 
visor in the E. W. Snyder agency of 
the company in Cleveland, and then as- 
sistant general agent. In 1925 he went 
into partnership with the state manager 
of the Peoria Life, and in 1926 became 
sole manager in Ohio. 

H. P. McCullough, member of Davis, 
Polk, Wardwell, Gardiner & Reed, New 
York, was elected a director of the Na- 
tional Life of Vermont. He also is a 
director of the Fidelity & Casualty of 
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LIFE INSUR: ANCE EDIT ION 


All Institutions Should Be | 
Frank With the Public 


J. GRAHAM 





Equitable Life of New York Vice-Presi- 
dent Tells Need for Better 


Understanding 
NIAGARA FALLS, Feb. 5.—The 
need for better understanding between 
the public and business was the theme 


given by W. J. Graham, 
American Management 
Association and vice-president of the 
Equitable Life of New York at the} 
meeting of the management association | 
here. “The time to be understood is all 
the time,” Mr. Graham said. “It 
not suffice for large interests subject to 
public judgment to delay efforts to make 
themselves understood until such time | 
as the necessity for doing this is forced | 
upon them by misunderstandings vital | 
to their continued success. The organi- 
zation or enterprise not in a position to 
make its dealings public has some to 
correct within.” 


of an address 
president of the 


does 





Northern States Life 
and Security Meetings 





meeting of directors | 
States Life of 
following ofticers were | 
elected: Machir Dorsey, chairman of 
board; Bertram Day, president; C. Ed- 
win Johnson, Dr. J. W. Seids and J. | 
H. Edwards, vice-presidents; secretary, | 
Harry S. Tressel; Lawrence Dorsey | 
and W. E. Price, assistant secret taries; | ! 
treasurer, Lawrence Dorsey; medical di- 
rector, Dr. O. C. Neier; director of | 
ageicies, F. H. Scholle; auditor, E. A. 
Eidam; assistant actuary, E. G. Good- 
man; cashier, A. N. Langendorff. 

The board declared the regular semi- 
annual dividend of 4 percent. The 
Northern States Life report is interest- 
ing at this time, inasmuch as this com- 
pany is the original unit of the Keystone 
Holding Company. Since the Keystone 
company obtained control of the North- 
ern States Life, it has increased its 
business from $42,000,000 to $55,000,000; 
has increased its assets from approxi- 
mately $5,000,000 to over $8,000,000 and 
has each year, since the Keystone man- 
agement, earned 50 to 75 percent of its 
capital. 


At the regular 
of the Northern 
mond, Ind., the 





Security Life Election 


At the annual directors meeting of the 








P. L. Sausser Dead 





P. L. 
Peter L. Sausser, 
cies of the Illinois 
1920, and eldest in 
service of the home 


suddenly of an 


Ham- | tightness in his throat. 
director, 
medical 
advised 
home 
wheel, 


medical 
assistant 
him and 
On the way 
over the 


len, 
Fisher, 
amined 
home. 
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| more than a week he had been suffering 
continued at his 
he had a 
caused a 
Dr. George Cul- 
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director, 
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SAUSSER 


Life 
point of 
othce 


| from laryngitis but he 
| desk. The day of his death 
severe coughing spell which 


and 


years 
staff, died 


Jan. 


supervisor of agen- 
since 


Nov. 1, 
of 


29. For 


R. H., 
ex- 
he go 


He was rushed to a hospital, but could 


not be revived. 


It is believed the cough- 


ing caused a rupture either in the lungs 


or brain, 
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serving until 1918, 
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held 
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face 
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Many 
attended. 
received by 


medical director; 


actuary; 
Bull, 


Many con- 
wire and 


Seitz, consulting ac- 
Dr. 
Lytton & 


> Ss 


























present were: Mr. Robinson of Detroit, 
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New York. security Life of Chicago, the following The following officers were elected in 
Advertiches Gasfesenes Mestin officers were elected; Machir_ Dorsey, the Reinsurance Division of the Secir- 
8 8 president; Harry S. Tressel, C. Edwin | ity Life: R. M. Malpas and Dr. Carl 
The southern regional meeting of the | Johnson, S. W. Goss and J. H. Edwards, | Stutsman, vice-presidents; J. Miller, 
Insurance Advertising Conference will | vice-presidents; Harry S. Tressel, sec- | secretary. 
be held at New Orleans, April 30-/ retary; Olaf Olson and C. H. Jones The board declared the regular an- 
May 1-2. assistant secretaries; C. Edwin Johnson, ' nual 6 percent dividend. 
FIGURES FROM DECEMBER 31, 1930, STATEMENTS | 
Gain Prem. Total Benefits Total 
Total New Bus, Ins. in Force in Ins Income Income Paid Disburse, 
Assets Capital Surplus 1930 Dec. 31,1930 in Force 1930 1930 1930 
3 By $ £ 
Acacia Mutual Life....... 39,229,423  ...... 50,627,594 21,198,229 9,578,081 11,945,072 901,926 
Acme Life ....... 117,500 3,171,000 3,171,000 166,660 183,913 
American Life Colo 100,000 6,473,287 1,007,611 673,637 913,888 
Amer. National, Mo...... 200,000 ‘ 7 869,694 506,819 
Amer. Reserve, Neb...... 101,850 60,000 2,986,486 1,003,940 425,420 
Reine TARR, GER. ccccccece 250,000 225,024 7,498,000 649,756 751.320 
Bankers Credit, Ala....... 251,435 49,923 7 ,379 3,701,588 106,302 
Colonial Life, N. J.. 900,000 901,952 6,744,447 5,051,561 2 
Connecticut Mutual ......196,176,022  ...... 9,214,135 53,064,918 30,490,586 20 
Eureka-Maryland . soue 250,000 384,917 5,8 4,180,382 1,684,031 
Farmers & Bankers, Kans 275,000 375,000 11,096,947 198,536 1,420,682 
Harvester Life, Tex....... 500,000 486,200 4,910,064 1,467,385 249,033 
Jefferson Standard, N. C.. 1,000,000 2,032,000 59,453,900 370,766,903 5,030,645 11,047,113 é, 
Knights Life, Pa.......... 200,000 87,859 16,048,233 47,943,858 633,775 1,386,837 1,513,096 
Manhattan Life, N. Y.... 100,000 906,319 20,455,937 101, 5 54, 2 4,069,234 3, 
Manhattan Mutual, Kans... rrr 74,151 1,509,000 7 291.998 
Mutual Trust Life........ 28,649,162 i ...... 1,404,689 36,043,542 178 7.778.841 3 
Northwestern Mutual « - 93T,721,.306 acces 58,238,974 337,8 4,055 2 .675 184,849,779 108,87 
Pacific Mutual Life....... 4,840,000 4,374,036 766 2 548 38,647,719 18,970,184 
Penn Mutual Life......... 458,685,982 “eee 066, 064 2 2,105,261, 315 103. 702, 649 72,219,915 102,700,965 65,167,859 
San Jacinto Life......... 2,770,803 400,000 25,121,285 589,430 770,666 304.518 
DO Ble cacevesncs 18,987,993 500,000 153,421,101 —4,085, 3,844,129 6,575,687 2,334,912 
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NEWS OF THE FRATERNALS 








W. O. W. Adopts New Plans 


Denver Fraternal to Insure Women and 
Children; Constitution Adopted 
at Head Camp Sessions 








Adoption of new plans for insuring 
women and children and study and 
adoption of a new constitution was the 
result of five strenuous days’ and nights’ 
work by 154 delegates of the W. O. W., 
Denver, at the head camp session just 
held, in an effort to revamp the asso- 
ciation. Rules of parliamentary order 
and legal points were closely adhered 
to in view of the fact that the procedure 
two years ago in the Oakland meeting 
resulted in court nullification of all that 
was done. Negative votes at the meet- 
ing it is said were cast by the same 
small group of insurgents that voted 
against the former proposal to reorgan- 
ize on an old line legal reserve basis. 
Congressman Hawley from Washington, 
one of the head camp managers, was 
present and took a leading part. 

Plans were made retroactive to Sept. 





1, 1928, which cured the legal defect in 
the former setup. A program was 
adopted to try to win back to member- 
ship some 70,000 people who failed to 
transfer to the reserve division when 
offered the privilege formerly. Four 
avenues for reentry are offered: 1, They 
may join the reserve division (American 
t percent) at attained age; 2, They may 
come under a new table of net rates 
adopted to insure face value of old cer- 
tificates at birthday nearest Jan. 1, 
1931, rates which are not loaded for 
expenses, as the order has the right to 
withhold 10 percent for this purpose if 
needed; 3, They may elect to pay the 
rate as of Sept. 1, 1928, and receive a 
certificate for the exact amount pur- 
chasable under the new table; 4, They 
may pay old assessments and take a 
lien at 5 percent interest against the 
certificates for the discrepancy between 
the deficient rate and the new rate. 
Will Handle Transfer 


Under present plans the W. O. W. 
will offer strictly modern forms at ade- 
quate rates, although it must continue 
as an assessment society so long as it 





is governed by local lodges and is ex- 
empt from taxation. The reentry offer 
will be made through the organization 
itself and this will not be handled by a 
transfer concern, as was done two years 
ago in transferring 78,000 members to 
legal reserve basis. 

There was much enthusiasm over 
adoption of plans to create a juvenile 
department and to open the ranks for 
the first time to women members. The 
old management was denounced for not 
changing sooner to a sound basis. 


Fraternal Policies Carry 
Unusual Guarantee Clause 





The Equitable Reserve Association of 
Neenah, Wis., a combination of the for- 
mer Equitable Fraternal Union of 
Neenah and the Fraternal Reserve As- 
sociation of Oshkosh, produced a good 
volume of business in 1930 despite time 
given to the merger. The E. R. A. 
writes practically all policy forms, in- 
cluding family income, endowment, 
whole life, partial endowment at age 60. 

In its policy is an unusual guarantee 
clause which it originated. This pro- 
vides that no change shall be made in 
benefits, reserves or premiums. All ben- 
efits are guaranteed by the legal require- 























THE FIRST FIFTY 
YEARS ARE THE HARDEST 


At the beginning of 1930 we set as our 
FIFTIETH ANNIVERSARY OBJECTIVE 


$60,000,000 Examined Business 
$50,000,000 Paid-for Business 


Needless to say our objective was reached which 
means that in 1930 The MINNESOTA MUTUAL 
produced 120% as much business as in 1929. 


We have ended the year with $208,000,000 insur- 
ance in force which will in all probability make this 
Company one of the leaders in per cent of growth for 
the year. 


We anticipate increases in 1931 unprecedented in 
the history of the Company. 


Our Sales Plans are working better than ever. 
May we tell you about them NOW? 


The Minnesota Mutual Life Insurance Company 
St. Paul, Minnesota 














Leading Women Agents of 
Northwestern National Life 





Mrs. L. K. Tirrell of Houston, Tex., 
was the leading woman producer for the 
Northwestern Na- 
tional Life of Min- 
neapolis the past 
year, placing her 
high on the honor 
roll. Mrs. Tirrell 
is with Cravens, 
Dargan & Co., state 
agents in Texas. 
Mrs. Mary A. 
Bovle of the White 
& Odell agency, 
Minnesota agents, 
stood second to 
Mrs. Tirrell on the 
honor roll, while 
Miss Gertrude M. 
Durkee, manager of the woman's depart- 
ment of the White & Odell agency, was 
third, and Mrs. Cecily M. Davis of the 
Truman H. Cummings agency in Michi- 
gan was fourth. 





eee | 


MRS, TIRRELL 


ment that net pavment into benefit fund 
shall be ‘held and used solely for pay- 
ment of benefits, by reserves on the 
American Experience 4 percent table; 
by surplus from savings in mortality 
and gains in interest and investments 
after payment of dividends. An addi- 
tional guaranty is that if an emergency 
arises which would force reinsurance or 
termination, apportionment sufficient to 
maintain reserves would be made, 
based on expected mortality in event of 
excess mortality and otherwise upon the 
reserves. Such apportionment shall be 
based upon expected mortality in event 
of excess mortality and otherwise upon 
the reserves and shall be carried as loans 
upon the same conditions as other 
loans. 


Rebels of Modern Woodmen 


Gain a Point in Illinois 





The decision of the Sangamon 
county, Ill., circuit court restraining the 
organization protesting the new rates 
of the Modern Woodmen from using 
the words “Modern Woodmen” in the 
title of their group, has been reversed 
by the Illinois appellate court. The 
injunction of the Sangamon court was 
denied. The case entitled Kenderdine 
vs. Rouland et al. was remanded to the 
lower court for a hearing on its merits. 

Those protesting the rates have been 
operating under the title of the “Na- 
tional Rate Increase Protest Commit- 
tee’ and have sought a referendum of 
the members on the new rate. 


President’s Trophy Awarded 
to Fort Wayne, Ind., Agency 





The Connecticut Mutual has awarded 
the “president’s organization trophy” 
to the Fort Wayne agency. The pre- 
sentation to L. D. Fowler, general agent, 
was made by President Loomis at the 
recent general agents’ conference. Agen- 
cies which received honorable mention 
for organization progress in 1930 were 
Baltimore, W. K. Magruder; Erie, W. 
L. Blossom; Grand Rapids, H. C. Re- 
mien, and Hartford, J. H. Thompson. 


Mott Is Made Actuary 


A. B. C. Mott, acting actuary of the 
Continental Life of St. Louis since last 
May, has been elected actuary. He is 
a Yale graduate and has had 15 years’ 
experience in life insurance and actuarial 
work, two years of this being in the 
field. He was with the Travelers at 
the head office, being chief clerk in the 
actuarial department. Later he was 
connected with the Missouri State Life 
and then the Midland Life of Kansas 
City. 
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Standard Oil Co. 
Pension Project 


(CONTINUED FROM PAGE 3) 


ing employes who do not take their cash 
surrender values will retain the right to 
receive all retirement annuities provided 
by the company’s contributions as well 
as their own. The cash surrender value 
js also payable to beneficiaries of re- 
tired employes in addition to death bene- 
fits, less any annuity payments already. 
made. The new program is effective 
as of Jan. 1 of this year although em- 
ployes’ contributions will not begin un- 
til Mar. 1. All employes are eligible 
to participate in the plan after six 
months of service. The Standard Oil’s 
reason for adopting the new plan and 
discarding its old one is the result of 
a study of a large number of corpora- 
tions, many of which have had to reduce 
materially the benefits to the employe 
and in some cases to discontinue the 
plan altogether. 


General Agents’ Joint 


Conference Stimulating 
(CONTINUED FROM PAGE 6) 


R. L. Law, general agent at Balti- 
more, in speaking on “Essential Knowl- 
edge for an Agent and How to Impart 
It,” said one cannot think of training 
an agent until he has a standard type 
agent he wants to train. Mr. Law has 
spent considerable time in going over 
agency selection. 

Prospecting Was Topic 


The Tuesday morning session was 
entirely given to the subject of “Pros- 
pecting.” The first session was handled 
by M. A. Carroll of Cameron & Carroll, 
general agents at Oshkosh, Wis. The 
second session was handled by U. H. 
Poindexter, assistant superintendent of 
agents. “The Art of Prospecting and 
How to Teach It” was handled by R. 
H. Hobart of Hobart & Oates, general 
agents at Chicago. 

“Time Control” or the 40-hour week 
plan was treated Tuesday afternoon. 
Organized sales plans were discussed. 
Vice President and Actuary P. H. 
Evans and Vice-President Cleary spoke 
Wednesday. 


Views of Leaders 
on Lapse Issue 


(CONTINUED FROM PAGE 3) 


pany will not be effective without some 
understanding betweeen different com- 
panies.” 

Presents Important Subject 


_Another president said that conserva- 
tion presents now a big and important 
subject. Just what the future has in 
Store, he declares is rather difficult to 
forecast except to say that based on 
past experience it will be one of the 
prime reasons for surrenders and dis- 
continuances. Continuing he said: 
“The sales force of legal reserve life 
companies has for many many years 
emphasized ‘loan values in cases of 
emergency’ at a low commercial rate 
of interest with no security other than 
the assignment of the policy. The 
emergency arose and policyholders are 
taking advantage of it. One of the 
gratifying features to me is that the 
demands are being promptly and satis- 
factorily met, and the life companies are 
thus doing a major portion of the bank- 
ing business in the country today, and 
have been for the past two years. We 
sold policy loans and now we are meet- 
ing the demand for them. 


Sees Great Opportunity 


“To me, there was never a time when 
agency organizations of the companies 
had so great an opportunity to sell high 
Priced legal reserve contracts of life 
msurance. I mean by that 20-year en- 
dowment and 20 year life contracts— 
im other words, those forms carrying an 


element of savings as well as life in- 
surance protection. In my experience, 
I have not as yet heard any policy- 
holder say in person or by letter that 
he regretted having bought a policy at 
a premium rate that created a savings. 
On the other hand, I have heard many 
expressions of regret by policyholders 
to the effect that they had purchased 
term insurance at a time when they 
could have afforded to buy a higher pre- 
mium policy which would have had 
some value other than insurance pro- 
tection. 
Results of Epidemic 

“The results of the virulent epidemic 

following the world war sold life insur- 


ance as an institution to the American | 


people. I believe the results of this 
panic will have more to do to sell life 
insurance with a savings element to the 
American people than all the argument 
that can be used by home office officials, 
underwriting departments or any others 
engaged in the business. So much for 
that. 

“Now, as to how we are meeting the 
situation in our own individual com- 
pany. Frankly, we have not adopted 
any fixed rule but are handling it as 
best we can on some well defined prin- 
ciples of life insurance underwriting 
and the preservation of the business 
coupled with the conservation of the as- 


LIFE INSURANCE EDITION 


sets. So far, we have made no par- 
ticular effort with our own agency 
force to try to lapse and rewrite our 
own business. Certainly we will not 
countenance an effort on the part of our 
agency force to lapse and rewrite the 
Neither 
have we employed, nor do we contem 
plate employing any outside selling or- 
ganizations to disturb, twist or spread 
our own business. Whatever may be 
done in that line we will do with our 
own present organization under the di- 
rection of the home office in a pains- 
taking, methodical way. At this time 
I do not think we will favor trying to 
rewrite any of this business on a so 
called ‘cheap term rate plan,’ but, if we 
should undertake to rewrite any por- 
tion of the business carrying policy 
loans we will endeavor to sell the in- 
sured a policy which would likewise 
carry a loan feature and stress the bene- 


fits to him, based on his own personal 
experience.” 


business of other companies. 


Whatley Wins Trophy 


S. T. Whatley, Chicago general agent 
of the Aetna Life, won the “National 
Presidents Trophy,” an award first 
given in 1929, for the agency making 
the best all around progress in 1930. 
The Milwaukee general agency of A 
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E. Meilenz won the 1929 trophy. The 
award states that it is for “distinct ac- 
complishment in 1930,” and was given 
to the agency which “in the opinion of 
the company has seemed to rank first 
of the five selected.” Under the rules 
for making the award the country is 
split in five divisions, eastern, southern, 
central, western and Pacific. Factors 
considered are growth in agency build- 
ing. increase in business, renewal ratio, 
etc. 

Mr. Whatley achieved this agency 
building record during the year when 
1 great deal of his time and effort were 
devoted to the interests of the National 
Association of Life Underwriters, of 
which he was president The trophy is 
a large plaque 31 by 25 inches, of bronze 
bas-relief mounted on walnut, its motif 
being leadership. President Brainard 
also presented four regional awards. 
These went to R. H. Keffer, general 
agent. New York City; L. O. Schriver, 
general agent, Peoria, Ill.; J. S. Smith, 
veneral agent, Houston, Tex., and P. R. 
Green, general agent of Salt Lake City. 


Blake Franklin Advanced 


Blake Franklin, assistant counsel of 
the Pacific Mutual Life, has been ap- 
pointed a junior vice-president He 
has been with the company as a member 
f its legal staff for 19 years. 
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fair dealing. 





1. Has paid policyholders and beneficiaries $13,- 


3. Has established a reputation for integrity and 


4. Has set aside as policy reserves $16,222,259.00. 


5. Issues all forms of participating policies with 
disability and accidental death benefits. 


6. Offers a policy for every 
which life insurance can solve. 


after. 


9, Offers a “Family Income” policy which will 
provide a monthly income equal to 1 percent 


human problem 10. Its slogan- 
Promises.” 


7. Offers a “Retirement Annuity” which will 
enable you to 
monthly income for life. 

Has furnished complete service to policyhold- 8. Offers a “Life Income Endowment” which 

will furnish you protection to age 60 or 65, 

and will provide you with a life income there- 


of the face amount for the wife and children 
until the children are grown and leave the 
principal sum 
wife thereafter. 
“Its Performances Exceed Its 


retire at age 60 or 65 with a 


intact for the support of the 
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New Life Insurance Trends 


As WAS pointed out in a recent issue 
ABNER THORP, editor of the DIAMOND 
Lire BULLETINS, attributes the slump in 
production starting particularly in Sep- 
tember to the fact that the older agents 
failed to see the change in current of 
life insurance buying and kept on with 
the methods they had been pursuing in 
the past. 

Unfortunately some of the veterans 
do not respond readily to new ideas. 
They take the ground that they have 
been in the business long enough so 
that very little of moment can be im- 
parted to them. Their minds are not 
plastic. They had fossilized. When 
one’s imagination loses its resiliency 
and one’s mental faculties become 
blurred because of self satisfaction, it 
occurs quite often that one does not 


notice when the currents are changed. 

People nowadays are interested in 
security of investments. They have had 
their fill of fluctuating securities. They 
do not want to hear about the stock 
market. They desire to purchase some- 
thing that is as solid as the rocks. Life 
insurance seems to be the substantial 
investment of the day. It is worth 100 
cents on the dollar at all times regard- 
less of contingencies. The property 
value of life insurance is the factor that 
should be stressed more than anything 
else. Evidently many agents did not 
sense this new demand but kept on 
talking life expectancy and _ other 
cheaper forms of policies. Men today 
have lost much. They should be shown 
how they can replace at least some of 
the depreciation. 


Investment Policies Are Featured 


IN CONNECTION with the sale of life 


insurance for investment purposes it is. 


found that life insurance agents are 
rapidly swinging into the new stride and 
are presenting the subject from that 
standpoint. The sale of so-called cheap 
policies had quite a run during the pe- 
riod when people were speculating and 
saw no reason to listen to life insur- 
ance arguments from the investment 
standpoint. They merely took out life 
insurance on the cheapest possible plan 
as temporary protection or to protect 
them in their obligations. Now that so 
much money has been lost they find 


life insurance decidedly attractive. Many 
short term endowments are being pur- 
chased. There are more single premium 
policies being written than ever before. 
Companies that write considerable an- 
nuity business say that there has been 
a noticeable revival in that direction. 
Retirement income policies are far more 
popular. Some companies are selling 
policies with investment majored with 
a light insurance touch. Companies are 
returning from 4 to 5 percent on pro- 
ceeds left with companies, which is a 
very reasonable yield where absolute 
safety is guaranteed. 


New Degrees for Life Salesmen 


FRANKLIN C. Morss, manager of agen- 
cies of the Provinent Mutuat Lire, ver- 
satile and dynamic, has created a uni- 
versity, so to speak, whose curriculum 
is particularly adapted for life insurance 
salesmen during these parlous times. He 
confers the degree of “A.B.” and “M.A.” 
It might be more accurate to say that it 
s “A.B.” and “A.M.” The “A.B.” de- 
gree, he explains, is “After Business.” 


The “M. A.” or the “A.M.” degree, is 
“After More.” Prof. Morss would con- 
fer these degrees on men who are will- 
ing to pin their faith to the country, its 
resources and opportunities. He _ be- 
lieves that a man who works intelli- 
gently and hard will accomplish much 
in spite of all obstacles. This is an 
axiom which many persons appear to 
have forgotten during the depression. 





R. B. Forsyth, former insurance 
commissioner of Wyoming, and at 
present an examiner in that department, 
is critically ill. Mr. Forsyth has also 
served as state auditor and state sena- 
tor in Wyoming. 


E. J. Heppenheimer, president of the 
Colonial Life of Jersey City, will leave 
for San Francisco shortly en route to 
Hawaii, where he plans a vacation. He 
was seriously ill a short time ago, and 
the rest he now intends taking is sorely 
needed. Judge Heppenheimer has been 
officially identified with the Colonial 
Life since its formation in 1897, serv- 
ing successively as secretary, vice-presi- 
dent and president, holding the last 
mentioned post since 1906. Its present 
standing and progress are a fine tribute 
to his administrative ability. 

A. M. Barrett, Dayton, O., general 
agent United Life & Accident, has been 
named president of the Dayton bowling 
association. He is vice-president of the 
Amateur Basketball Commission and an 
enthusiastic supporter of all sports. Mr. 
Barrett is also president of the Opti- 
mists Club of Dayton. 


H. E. Courtney, 60, died at his home 
in Oklahoma City of pneumonia. He 
was one of the founders of the National 
Aid Life and had previously been with 
the Prudential as superintendent of the 
St. Louis district. 


L. C. Murray, vice-president of the 
First National Company and secretary 
of the Beacon Life of Tulsa, Okla., died 
last week. 


D. E. B. Waggoner, 60, for a num- 
ber of years general agent of the Pan- 
American Life in San Antonio, Tex., 
died there last week. 


The 13th holds no terrors for B. I. 
Chapman, general agent at Richmond, 
Va., for the Maryland Life. Playing 
on the course of the Hermitage Club 
there the other day he negotiated the 
13th hole in one stroke, becoming auto- 
matically a member of the Hole-in-One 
Club. 

After spending a week at the home 
office, J. S. Fabling, general agent at 
Denver for the Pacific Mutual Life, and 
Mrs. Fabling sailed from Los Angeles 
for Hawaii, where they will enjoy an 
outing during the spring months. 


H. J. Anderson, for many years a 
salesman of the Bankers Life of Des 
Moines in North Dakota, died suddenly 
at his home in Williston, N. D., Feb. 1. 
Mr. Anderson had just returned to his 
home from attending the Bankers Life 
instruction school at St. Petersburg, Fla. 
He became a salesman for the Bankers 
Life early in 1926. 


L. F. Paret, general agent for the 
Provident Mutual Life in southern New 
Jersey and formerly in charge of the 
Newark territory, celebrated his 39th an- 
niversary with the company Feb. 2. He 
received many telegrams and letters of 
congratulation from numerous life un- 
derwriters and personal friends. 

F. B. Powell, executive vice-president 
of the Southern Central Life of Merid- 
ian, Miss., has been elected to the board 
of directors of the Alabama Associated 
Newspapers. Mr. Powell announces that 
the organization to which he has just 
been elected is planning to enter Mis- 
sissippi and will shortly purchase a 
number of weeklies in that state as well 
as in Louisiana. 


The name of the senior Young E. 
Allison of the “Insurance Field’ comes 
into the literary spotlight again in the 
“Letters of James Whitcomb Riley” 
edited by William Lyon Phelps. Many 








years before the turn of the century Mr, 
Allison foregathered with the literary 
lights of the country, then as now, was 
admired among them for the rare beauty 
of his prose, and liked for his genial so- 
cial qualities. In a review of the Riley 
letters which appears in the Indianapolis 
“Star,” the review author says, “What 
memories come back with the mention 
of the building of the Propylaeum, of 


the organization of the Press Club, of 
the visit of Prince Pu Lun, of a meet- 
ing of the ‘Western Writers’ at War- 
saw, where he (Riley) promised Bur- 
dette he should meet ‘Ironquill,’ Wil- 
liam Allen White, Young E. Allison, 
and others worth meeting.” 

H. K. Lindsley, president of the 
Farmers & Bankers Life of Wichita, 
was elected chief rabban of Midian 


Temple of the Mystic Shrine at the an- 
nual meeting in Wichita last week. He 
is next in line for potentate. 


Cc. W. Welty, who becomes presi- 
dent of the Lamar Life after serving 
ten years as vice-president and general 
manager, started with the company as 
auditor 25 years ago. The former presi- 
dent, H. S. Weston, who becomes chair- 
man of the board, was stricken with 
paralysis more than a year ago and is 
still disabled. 


Rich J. Mier, vice-president of the 
Pacific Mutual Life, returned to Los 
Angeles last week from an absence of 
several months on a trip around the 
world. It is understood that his duties 
hereafter will be mainly of an executive 
and advisory character, the active man- 
agement of the accident department be- 
ing in charge of Vice-president D. C. 
MacEwen. 


W. A. Tarver, Texas commissioner, 
is confined to his bed because of a 
broken leg. the result of a misstep while 
he was playing golf. 

S. T. Whatley, Aetna Life general 
agent in Chicago, has accepted an in- 
vitation from Northwestern University, 
Evanston, IIl., to become a member of 
the university's vocational council di- 
recting life insurance interests. The 
council guides competent young men 
who propose to engage in life insurance 
as a life work. Mr. Whatley’s mission 
will be to interview these young men 
and point the way for their progress in 
this field. 

S. T. Chase, general agent Connecti- 
cut Mutual Life in Chicago, has spent 
some time in Florida and is expected 
to return home next week. 

G. T. Bryson, Montreal, assistant 
manager of agencies in the western 
United States department for the Sun 
Life, was in Des Moines last week en 
route to the Pacific Coast and Hawaii. 
He was guest cf honor at a luncheon 
given by officials of the Des Moines 
office and agents from nearby towns. 


E. D. Burnett, ‘who has just com- 
pleted 40 years of service with the Mu- 
tual Benefit Life at the home office in 
Newark, was the guest of honor at a 
dinner given by 15 of his associates in 
the new business department. The 
length of service of those attending 
ranged from 26 to 41 years. 


H. C. Springston, manager of the life 
department of R. H. Beard & Co., Chi- 
cago branch office of the Philadelphia 
Life, died Feb. 1 of heart disease. He 
had been in the business many years, 
and had been interested in several life 
insurance companies in the past. 


E. E. Rhodes and H. A. Hornfeck, 
vice-presidents of the Mutual Benefit 
Life, both of whom have been with the 
company for 45 years, will celebrate 
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their birthdays this month. Mr. Rhodes 
will celebrate his 63d birthday Feb. 21 
and Mr. Hornfeck his 61st birthday 
Feb. 24. 


Mrs. F. H. Ecker, wife of the presi- 
dent of the Metropolitan Life, died 
Tuesday at her home in New York City, 
after an illness of several weeks. Fu- 
neral services were held Thursday in 
the chapel of the Fifth Avenue Presby- 
terian church. Mrs. Ecker was born in 
Brooklyn. She was the daughter of 
Thomas H. and Mary Jane Worrall 
Harris. Mr. and Mrs. Ecker were mar- 





ried in 1890. Two children, F. W. 
Ecker, assistant treasurer of the Metro- 
politan, and Mrs. Heisler Harrington of 
Greenwich, Conn., survive. Mrs. Ecker 
was active in church organizations and 
the community life of Shelter Island, 
and later Greenwich, Conn., where the 
family maintained summer homes. 

H. J. Powell, Louisville general 
agent Equitable of New York, with 
F. L. Jones, vice-president, aided C. R. 
Golly, Peoria, Ill, in handling an 
agency meeting, both speaking on the 
program. 











a LIFE AGENCY CHANGES 











Watts Receives Promotion 
Montana State Manager Central Life of 
Chicago Becomes District Manager 


in Illinois 








C. J. Watts, who for several years 
has been Montana state manager for 
the Central Life of Chicago, has been 
transferred to the home office, having 
been promoted to district manager in 
charge of a portion of Illinois. Mr. 
Watts is president of the 1930-1931 Cen- 
tral Life Club as the company’s largest 
producer. The Central Life is opening 
a branch office at Joliet, Ill., which will 
be headquarters for a group of about 
20 agents in that territory. 

Tom Gallogly has been appointed 
general agent at Minneapolis. He has 
for a number of years been connected 
with the Equitable Life of New York. 


A. P. Jernigan, S. U. Hardie 


The Lincoln Reserve Life of Birming- 
ham, Ala., in an expansion program has 
opened a district office at Memphis, 
Tenn., with A. P. Jernigan as manager 
and a state office for Oklahoma at Okla- 
home City with S. U. Hardie as man- 
ager. Superintendent of Agencies G. 
S. McCarter states that the company 
will probably enter other new territory 
soon. 


J. G. Shannahan, H. G. Kingsley 


J. G. Shannahan of Kingsley & 
Shannahan, managers for the Conti- 





nental American Life in Baltimore, has 
retired from active interest in agency 
work to devote his entire time to per- 
sonal production. Management of the 
agency will be under the supervision of 
Mr. Shannahan’s former partner, H. G. 
Kingsley. The agency had a successful 
year in 1930, showing an increase of 28 
percent. 





Life Agency Notes 











H. G. Coffman of Portsmouth, O., has 
taken over the agency of the Midland 
Mutual Life at Huntington, W. Va. 


*x* * * 

L. R. Waleh has been appointed to suc- 
ceed Jackson & Francis at Sedalia, Mo., 
as district agent for the Northwestern 
Mutual. 

*x* * * 

A. E. Mielenz, general agent for the 
Aetna Life in Milwaukee, has appointed 
E, P. Kasche as supervisor. Mr. Kasche 
has been cashier for the Milwaukee 
agency. 

*x* * * 

J. F. MeFerin and H. F. Foley have 
organized the MeFerin-Foley Agency at 
Columbus, O., representing the Great 
Northern Life, with offices in the Com- 
stock building. Mr. Foley has been an 
agency supervisor of the company for 12 
years. 

x * * 

The Dominion Life is opening a branch 
office in the Capital Bank tower, Lansing, 
Mich., in charge of R. G. Nowlin as 
branch manager, and L. G. Webert as 
district manager. Previously the com- 
pany has maintained its sole state office 
in Detroit. 
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Rochester Production Rises 


Increase of $3,600,000 Ordinary to Total 
of $67,011,562 Noted by Chamber 


of Commerce 


Ordinary business in the Rochester, 
N. Y., district last year reached $67,- 
011,562 or $3,600,000 more than the year 
before, according to reports received 
from 27 offices by the Rochester cham- 
ber of commerce. 

Although life insurance sales the last 
quarter of 1930 fell behind the corre- 
sponding period of a year ago, the out- 
Standing gains made the first nine 
months of 1930 made possible a sub- 
Stantial advance over the 1929 levels. 

December sales, although they made 
a more than seasonal increase over Sep- 
tember, October and November, 1930, 
were 12 percent below December, 1929. 
Twelve of the 27 offices made increases 
over December, 1929. 

Life insurance sales in 1930 for Buf- 
falo were 9 percent behind 1929. 


Newark Agency Extends Field 


The H. H. Eber Co., Newark general 
agency, established a life, accident and 
Stroup department, which will be con- 
ducted as the Holden-Eber Agency, 
representing as general agents the Con- 
tinental Casualty and Continental As- 





surance of Chicago. G. H. Holden, 
well known in life insurance circles in 
New Jersey, will have charge of this 
division of the agency. 


Holds Life Training Course 


H. C. Lawrence, New Jersey man- 
ager of the Lincoln National Life, will 
hold an intensive training course in the 
fundamentals of life insurance for five 
days beginning Feb. 16. The course is 
intended primarily for those in the em- 
ploy of large organizations which con- 
template opening life insurance depart- 
ments, although life underwriters in 
general are welcome. 


Maryland Alcoholism Deaths 


Dr. John Collinson, head of the bu- 
reau of vital statistics, state health de- 
partment, reports 110 deaths attributed 
to alcoholism occurred in Maryland last 
year. Although the total was one higher 
than the 1929 total, the rate per 100,000 
population was 6.7, the same as in 1929. 

In 1919, when the eighteenth amend- 
ment was adopted, the death rate from 
alcoholism was 1.66 and there were 24 
deaths. In 1920, the year the amend- 
ment went into effect, only 10 deaths 
were reported. 


“Investment Value of Life Insurance” 
was the subject of an address by H. C, 
Lawrence, New Jersey manager for the 
Lincoln National Life, before the Hack- 
ettstown, N. J., Kiwanis Club. 





" 





WPLNO/ Ve ey 


WOO NOINCONO) 


UUOMUE 


PUBUBOEE 


WOOO WO/VO/ 10/187 


UU MUMOMOE 


DUMORUMUMOT 


ACAING/ NS, 


¥ 





DOOD WO WOOO ONG) 


UOMO OOM MOR 


" 


ROO TOTO 





WO Oe, 


LYNOL NWO) WNO/ WVO/ WVO/ WNWO/ WO Os 


TOTO ONO OO OE 


TANTRA ONTO 





6° (Ee Pg 


_ 


Over THREE BILLION DOLLARS has been 
paid by New York Life Insurance Company 


under its Policy Contracts. 


more than Two Billion Dollars was paid to 





Of this total, 


and on account of Living Policy - holders. 





NEW YORK LIFE INSURANCE COMPANY 
51 Madison Ave., Madison Square, New York, N. Y. 







DARWIN P. KINGSLEY, President 
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An UNUSUAL CONTRACT 


will be offered to 


An UNUSUAL MAN 


—is a producer 

—can organize 

—is, of course, honest 

—has three years of experience 

—is seeking opportunity 

—will WORK 

—needs no financing 

—needs no drawing account or salary 
—needs no office expense 


BUT 


will accept Home Office help in the appointment of 
new Agents under him for whom he will not be re- 
sponsible financially and yet on whom he will re- 
ceive overwriting Commissions as high as $4 per 
thousand and long time Renewals 


WHO: 


WHO 


THE COMPANY It is rated “A” by Best 
Its rates for Insurance are extremely low 
(Age 35 Ordinary Life Net Cost 
First year per thousand $17.85) 
It writes all latest forms—Participating only— 
including an improved Family Income form; 
Juvenile 
Has over $135,000,000 in force. 
TERRITORY The Company desires especially to develop Indiana, 
Illinois, North Carolina and Texas. 
Experienced field men to help the man selected to 
ASSISTANCE build a real agency in which the Renewals are 
NON-FORFEITABLE. 
UNLESS You have no present connection, or you have a real 


reason for leaving your present connection and are 

not at fault yourself, we’ are not interested. Write 

, fully about yourself. We _ will: not» communicate 

oa with references until after interview. Write S-32, 
The National Underwriter. 


WE WANT AN UNUSUAL MAN 


























Back 


of the Guaranty Life is Found 


The impregnable Legal Reserve System 

A strong fimancial foundation * 

The well seasoned Iowa insurance laws 
Discriminately selected investments ” 

A represeritative Board of Directors” 

An experienced Home Office management 
Modern and liberal policy contracts’ 

Officials who know the problems 

An enthusiastic and hard working agency force 


These constitute the very elements of perma- 
nency and progressive development. Tie to a 
company that is growing. 


Desirable agency connections available in 


Colorado 
Ohio 


Towa 
Minnesota 


Lee J. Dougherty, President 


Guaranty Life Insurance Co. 


Davenport, Iowa 
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Bie Hammond Bank Is Closed 


First Trust & Savings of That City Had 


Many Important Insurance 








Connections 
Insurance people were much con- 
cerned in the closing of the First Trust 
& Savings Bank of Hammond, Ind., 


which is the largest bank in the Calumet 
industrial region. The insurance agency 
of the bank under J. H. Meyn, was also 
one of the most aeremnet in the Calu- 
met district. P. Meyn, president of 
the bank and hE. ot the agency, is 
one of the foremost factors in the busi- 
ness life of the Calumet district and in- 
surance people are banking on his repu- 
tation in expressing confidence that the 
insurance companies will not lose money 
and that the agency will be perpet- 
uated. The bank agency represented 
the Travelers for life. 

There has been a series of bank fail- 
ures in Gary, Hammond and other in- 
dustrial cities in northern Indiana, but 
the banks were not important, most of 
them being adjuncts of real estate of- 
fices. The closing of the First Trust 
& Savings Bank, however, it is believed, 
may have rather serious consequences in 
that region, which has a large foreign 
population. 

The bank is said to have lost $600,000 
in deposits during the last 10 days by 
withdrawals by large industrial concerns 
in the district and withdrawal of money 
by Lake county, Ind., because $400,000 
of the county funds are tied up with 15 
other Lake county banks which have 
failed recently. 

Walter Meyn, vice-president of the 
First Trust & Savings Bank, is a di- 
rector of the Keystone Holding Com- 
pany which owns the Northern States 
Life of Hammond, the Security Life of 
Chicago, and which recently purchased 
the various Caldwell life insurance prop- 
erties. It is understood that the First 
Trust & Savings Bank is one of the 
depositories of the Northern States. 


Mead & Mason Rally 


More than 40 members of the organi- 
zation attended the annual meeting of 
the Mead & Mason agency of the North- 
western Mutual Life at Toledo. Home 
office representatives were Russell 
Thierbach and Nelson Phelps, assistant 
superintendents. The meeting was con- 
cluded with a dinner for agents and 
their wives, at which the general agency 
was host. 


Reuling & Williamson Meeting 


The Reuling & Williamson central 
Illinois agency for the Massachusetts 
Mutual Life held its annual agency con- 
ference at Peoria. . Behan, vice- 
president, and J. M. Blake, superinten- 
dent of field service, were principal 
speakers. New business last year reached 
a new peak for the agency, it was re- 
ported, with a sharp gain over 1929. 


Crawford Agency Meets 


The annual agency meeting and din- 
ner of the W. F. Crawford general 
agency of the Equitable Life of Iowa 
in Chicago was held there. Earl Smith, 
educational director, attended from the 
hoine office and presided at an open 
forum. About 30 persons were present. 
Mr. Crawford reviewed the year and 
told of 1931 plans. A dinner was held. 


Bars Land Bank Bonds 


Attorney General Ogden of Indiana 
holds in an opinion to Commissioner 
Kidd that bonds of joint stock land 
banks are not eligible for deposit by 
Indiana life companies in providing the 
deposits required by law. The attorney 
general explained that a statute enacted 
in 1919 authorized such investment but 











a 1929 amendment to the life insurance 
company act, naming the type of the 
securities in which investments could 
be made by life companies, did not in- 
clude joint stock land bank bonds. 


Regional School at Dayton 


Two hundred agents of the Equitable 
Life of Iowa from Iowa, Ohio, Indi- 
ana, Kentucky and Tennessee, attended 
a regional school at Dayton, O., Feb, 
4-5. Speakers included B. F. Hadley, 
vice-president; E, E. Smith, educational 
director, and Dr. C. J. Rockwell, insur- 
ance educator. 

R. E. Fuller conducted a forum study 
on “Profitable Prospecting” and sales 





demonstrations were presented by the 
Columbus and Kokomo agencies. 
Several Ohio Bills 
The Ohio Bar Association has had 


introduced in the legislature a bill that 
would prevent banks from assuming the 
functions of attorneys particularly in 
connection with the settling of estates, 
a matter which has aroused much inter- 
est among life insurance organizations 
in Ohio. 

A bill also has been introduced to 
regulate the investments of domestic life 
insurance companies and give opportun- 
ity for greater diversification of invest- 
ments. Another bill would provide that 
all industrial policies shall have cash 
surrender value. 

The background of the former bill 
is the study which H. B. Apgnold, presi- 
dent of the Midland Mutual, made in 
connection with the preparation of the 
paper he read before the American Life 
Convention in October, 1929, and the 
report of the convention’s investment 
committee, of which he was chairman, 
made in 1930. 


Big Production in School 


During the period in which the 
Spaulding agency of the Mutual Life of 
New York in Chicago conducted an 
agency school recently, 26 agents wrote 
80 applications for $68,500. Thirteen of 
these were new producers and they 
wrote 34 applications for $495,500. 


Want Indiana Securities Covered 


Insurance against loss, destruction of 
misappropriation of securities deposited 
with the insurance commissioner would 
be compulsory under a bill introduced 
in the Indiana legislature. The measure 
is supported by the Indiana life com- 
panies and the department. The com- 
pulsory deposit law requires all life com- 
panies to deposit with the commissioner 
securities covering their reserves and 
the measure would require the state to 
pay the premium on insurance to protect 
the securities against loss “for any 
cause so far as practicable.” . 

Another bill introduced would permit 
Indiana life companies to make loans 
to officers or employes if the borrower 
has a policy in the company. Present 
laws prohibit company officers and em- 
ployes from borrowing any money 
whatever from their own companies, re- 
gardless of the security offered. 





Pension Bill Passes House 


The Indiana house has passed an old 
age pension bill by a vote of 73 to 18. 
The senate Republicans held a caucus 
for the purpose of deferring action on 
the measure until Feb. 10. The Re- 
publican majority in the senate wants 
to postpone further action until it can 
give further consideration to revenue- 
raising measures with which to pay the 
pension. 

It has been estimated that enactment 
of the measure, a Democratic platform 
bill, as it passed the house will resuire 
$1,500,000 annually, half to be borne by 
the state. The bill provides a monthly 
pension of $25 to all more than 65 years 
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old who have no other means of sup- 
port. 





One Week’s Grist 


An example of the extent to which 
insurance is coming under the eye of 
legislatures this season is found in_the 
legislative report of the Insurance Fed- 
eration of Wisconsin on one week's grist 
in the assembly of that state. . Eight 
bills touching insurance were _ intro- 
duced in the senate and nine in the 
house. Three hearings on insurance 
measures were scheduled in the senate 
and nine hearing in the house. 





J. L. Taylor Agents Hear Huebner 


District managers and leading pro- 
ducers of the 46 counties under the 
jurisdiction of the John L. Taylor 
agency of the Mutual Life of New York 
in Springfield, Ill, gathered in Spring- 
field for the annual agency meeting. 
The business session in the morning 
was followed by a luncheon at which 
P. B. Cottingham of Springfield spoke 
on life insurance as an investment and 
J. J. Norton, district manager at Bloom- 
ington, spoke on consistent production. 
The evening session was addressed by 
Dr. S. S. Huebner of the University of 
Pennsylvania. 


Life Qualification Bill Favored 


Thus far little, if any, opposition has 
developed against the passage of the life 
agents qualification bill introduced in the 
Indiana legislature. 

As expected, a bill has already been 
introduced in the Indiana legislature 
designed to require valuation by life 
companies on the American Men mor- 
tality table. A similar bill was intro- 
duced in the past two sessions of the 
legislature but not passed. 








WISCONSIN BILL CALLS FOR 
INCREASE IN LICENSE FEE 





Senator Severson has introduced in 
the Wisconsin senate bill No. 17-S, to 
raise the 1931 license fee on life com- 
panies to 3% percent of gross income 
from all sources in the calendar year, 
except interest required to provide and 
maintain reserves according to state 
law, income from rents on real estate 
on which the company has paid taxes, 
and on premiums collected on policies 
and annuity contracts. The bill pro- 
vides that if a license has already been 
issued for the year beginning March 
1, 1931, prior to the taking effect of 
the act and the company having paid a 
lesser license fee than that fixed in the 
bill, it shall pay the difference within 
30 days. The bill goes as an emergency 
measure and would take effect on pas- 
sage and publication. 





Reynolds in Milwaukee 


J. B. Reynolds, president of the Kan- 
sas City Life, attended the annual sales 
conference and banquet of the Madden 
agency in Milwaukee in honor of J. F. 
Barr, vice-president and superintendent 
of agencies, Feb. 5. 





Agents Pile Up Volume 
In Absence of Bosses 





During the week of the man- 
agers’ conference of the Home 
Life of New York, the general 
agents and managers conducted a 
production drive in which each 
agent assumed on his own initia- 
tive a quota and an agent in each 
office was named captain. The 
field organization wrote more than 
$2,000,000 in the week, while the 
Managers were absent. The R. 
M. Simons agency in New York 
led the field with $291,000. 




















IN THE MISSOURI VALLEY 














Bryan Wants Separate Bureau 





Would Give Insurance a Department of 
Its Own in Nebraska, as 
Importance Deserves 





LINCOLN, NEB., Feb. 5.—Governor 
Bryan has recommended to the legisla- 
ture, in the general readjustment of the 
code departments which he suggests, 
that the insurance bureau be separated 
from that of banking, and that it be 
made an independent department with 
a trained and competent man at its | 
head. He says its importance and the | 
number of persons affected by its op- 
erations demand this segregation. Al- 
trough the proposal will be solidly 
backed by the insurance interests, it is 
likely to fail because the legislature, 
strongly Republican, is opposed to the 
governor’s proposed abolition of the 
code departments. 


Bankers Life Agents Meet 


Seventy-five salesmen and officials of 
the Bankers Life of Nebraska attended 








the annual agency convention for the 
western division at Linceln last week. 
President H. S. Wilson said that the 
year had been not only a most satisfac- 
tory one because of the fine volume ot 
business produced but that results had 
been most gratifying because of the 
adverse conditions under which the field 
force worked 


Refund Bill in Missouri 


A bill has been presented in the Mis- 
souri legislature to require refunds on 
insurance contracts where the premium 





charged and collected is excessive, un- 
just or unfair. 
While this bill apparently was in- 


tended to apply to insurance on prop- 
erty, it would appear to apply to life in- 
surance also. The author of the bill has 
been quoted as saying that it was so 
intended. 

Refusal to comply with the act sub- 
jects the company to revocation of its 
license for ten years. The bill requires 
a report of excess premiums charged, 
which remain unpaid six months or 
more, and publication of a list of per- 





Bill Would Make Bank’s 


Sale of Insurance Crime 





Among the insurance bills be- 
fore the Nebraska legislature is 
one which makes it a criminal of- 
fense for any bank, its officers, 
agents or employes to sell, write 
or solicit insurance of any kind, 
with a penalty attached of six 
months in jail or a fine of from 
$500 to $1,000 or both. 














sons entitled to refunds who have not 
demanded same. The bill is an after- 
math of the Missouri fire insurance rate 
fight. 





New Bills in Nebraska 


A bill has been introduced in the Ne- 
braska senate drawn up by former Com- 
missioner Dort forbidding an agent com- 
paring a policy he is selling with any 
policy the prospect possesses. Ten days’ 
notice must be given by the agent to 
the company whose policy he is attempt- 
ing to change. This is aimed at twisting 
practices. Several other bills were in- 
troduced by Mr. Dort which provide 
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ceding year. 


The Franklin line of life 
policies is complete, mod- 
ern, flexible to the great- 
est possible extent, pro- 
tective to the highest 


possible degree. 


The business man, fam- 
ily man, corporation, the 
child one day old, the 
business woman — there 
is a policy for each, ac- 
curately fitted to indi- 
vidual requirement, at 


low guaranteed cost. 
> 

















THE FRANKLIN LIFE 
INSURANCE COMPANY 


Springfield, Illinois 


The Franklin has closed every year 
since its organization in 1884 (includ- 
ing 1930) with more assets, larger 
legal reserve, and a greater volume of 
insurance in force than it had the pre- 


Forty-seven years of 
steady growth, a history 
of absolutely sound fi- 
nancial management, a 
record of stability, and a 
deserved reputation for 
service to its policyhold- 
ers—that is The Franklin. 


Jan. 1 Insurance in Force 


1923 ....$135,155,185.00 
1925 160,393,555.00 
1927 191,560,326.00 


1929 .... 212,229,175.00 
1931 


.... 225,128,782.00 





























is a right-to-the-point 154-page book for 


Here * 
Order from The National Underwriter, 
Exchange, Chicago. 


Developing | we tom $1.50. 


busy sales- 








Sales Personality 











for non-medical examination on poli- 
cies up to $2,500, requirement of a $25,- 
000 deposit for the organization of do- 
mestic assessment companies and ex- 
emption of proceeds of life insurance 
from credits when widow and children 
are beneficiaries. 





Jewett Heads Minnesota Group 


E. E. Jewett, Minneapolis, has been 
elected president of the Minnesota state 
association of the Northwestern Mutual 
Life. About 90 members attended the 
annual dinner in St. Paul, Minn., last 
week. 





Bankers Life Home State Business 


Last year was the sixth consecutive 
year in which the Bankers Life of Iowa 
total of new paid-for business in Iowa, 
including increased and restored, ex- 
ceeded $19,000,000. The total in Iowa 
for 1930 was $19,393,384, as compared 








with the total for 1929 which was $19,- 
679,371, and for 1928, $19,207,317. 
During the 10-year period ending with 
1930, the company’s Iowa business has 
shown a 50 percent increase. The Iowa 
production in 1921 was $12,409,199. 


Kansas Companies Meet 


The first annual convention of the 
Association of Kansas Owned Life In- 
surance Companies was held in Topeka 
Tuesday. During the morning there 
was a conference of the executives of 
the companies. At noon there was a 
luncheon meeting in which the ad- 
dresses of welcome and responses were 
presented. 

In the afternoon “Is Size a Factor?” 
was discussed by G. L. Grogan, vice- 
president Bank Savings Life; “Future 





Opportunities,” by C. L. Brown, presi- 
dent United Life; “The Essay Con- 
test,” by W. A. Biby, educational di- 


rector for the association. Governor 


Woodring spoke at the dinner. 
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Seeks Better Investment Law 





Definite Statement of Permissible Se- 
curities Wanted by Commissioner 
Boney, North Carolina 





Definite statement of the type of se- 
curities in which insurance companies, 
especially life insurance companies, may 
invest their capital and legal reserve is 
advocated by Commissioner Boney of 
North Carolina in a communication to 
Governor Gardner. The present laws 
on the subject, according to Mr. Boney, 
are inadequate. Under the present stat- 
utes, authority is largely in the discre- 
tion of the commissioner. Penalties 
should also be set up for the effective 
enforcement of the proposed law, Mr. 
Boney stated. At present, he said, there 
is no means of enforcement other than 
the disallowance of any non-approved 
investment from the financial statement 
of the company involved. “Some provi- 
sion should be made to prohibit unsound 
investments rather than disallow it after 
they have already been made,” he said. 


Regulatory Laws 


The regulatory laws in North Caro- 
lina are unsatisfactory, the commis- 
sioner observed. Under the present law, 
he pointed out, the only remedy for 
company misconduct is revocation of 
the company’s license, which is too 
drastic a penalty for minor irregulari- 
ties and is often inadvisable. He sug- 
gests a system of a monetary fine. 

Observing that 50 percent of the in- 
surance cases reaching the court in 
North Carolina arise out of ignorance 
or wilful misrepresentation on the part 
of some agents, Mr. Boney urged the 
enactment of more drastic requirements 
for qualification. He said there is an 








excessive number of agents in the state, 
many of whom are not properly qualified 
to interpret and present an insurance 
contract. Other agents are licensed for 
the purpose of gaining a rebate on com- 
missions or premiums. The present 
statute, if reinforced by appropriation of 
enough money so that the department 
may personally examine applicants for 
licenses, is adequate, according to Com- 
missioner Boney. 


Would Change Robertson Law 


A bill has been introduced in the 
Texas legislature which would eliminate 
the investment clause of the Robertson 
law and substitute a clause placing a tax 
of 3 percent on the gross premium re- 
ceipts of all life insurance companies. 
Another bill puts stricter regulations on 
non-resident mutual assessment, life, 
health and accident insurance companies. 


Sun Life’s Florida Meeting 


Sun Life of Canada agents in Florida 
assembled in Jacksonville for a one-day 
meeting in charge of A. L. Johnson, 
state manager. The sneakers included 
Mr. Johnson, F. J. White, secretary of 
Florida agencies, and Earle Owen, man- 
ager for Maine. 








Broadcasts Credit Talk 
With “Life Insurance and Your 


Credit” as his subject, E. H. Perkins, gen- 
eral agent at Richmond, Va., for the 
Provident Mutual Life, went on the air 
the other night, his talk being broadcast 
from WRVA station in Richmond. He 
told his auditors that the uses of life 
insurance as an aid to credit are mani- 
fold, citing some outstanding instances 
in which it had served to good purpose 
in that capacity. 

Mr. Perkins’ talk was one of a series 



















There are still many fine agency openings 
with the rapidly growing Lincoln National 
Life Ft. Wayne, Ind. 
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being broadcast weekly from WRVA 
station under the auspices of the Rich- 
mond Association of Life Underwriters. 





All-American Life Meeting 


The first annual meeting of stock- 
holders of the All-American Life was 
held at Amarillo, Tex., with 140 pres- 
ent. Though the company was organ- 
ized only a few months ago, and offices 
are not yet officially opened, it has paid- 
in capital and surplus of $200,000. At 
the meeting $600,000 in policies was 
written. 


Aetna Opens Amarillo Branch 


The Aetna Life has opened a branch 
ofice in Amarillo, Tex. B. F. Kelly, 
formerly of Decatur, IIl., has been made 
supervisor for west Texas. Agents 
from the entire territory were in Ama- 
rillo for the formal opening. 


No “Robertson Law” for Oklahoma 





merly secretary and actuary of the 
Southwestern Life, vice-president and 
general manager of the Ft. Worth Life, 
president Gibraltar Life of Paris. He 
was the senior member of the firm of 
Bailey & Collins of Dallas. Mr. Bailey 
is a general agent of the Acme Life. 





Offer Course at Tulsa 

With J. D. Hill, executive vice-presi- 
dent of the Atlas Life, as instructor, the 
C. L. U. course is being offered at the 
University of Tulsa at Tulsa, Okla., 
and examinations will be given there. 
C. H. Menge, actuary for the Atlas Life, 
will assist Mr. Johnson. 





Rochester Income Life Secretary 

N. G. Rochester has been made sec- 
retary of the Income Life of Louisville. 
Mr. Rochester has for a number of 
years been manager of the J. Graham 
Brown real estate holdings in Louis- 
ville. 


Assessment Bill in Texas 





The house insurance committee of the 
Oklahoma legislature killed a bill mod- | 
eled on the Robertson law of Texas, 
which would have required 75 percent 
of the legal reserve of companies op- | 
erating in the state to be invested in 
Oklahoma securities. | 


Acme Life’s Year 


The Acme Life of Austin, Tex., shows | 
assets $196,624, surplus $140,055, pre- | 
miums $166,660, insurance in force, $5,- | 
128,700. It gained $23,420 in surplus, 
$67,113 in assets, $113,939 in premiums 
and $3,171,000 in insurance in force. Its 
capital is $117,500. The company was 
organized by B. P. Bailey, who was for- 


| or assessment life, health and accident 


A bill introduced in the Texas legis- 
lature would place non-resident mutual 


companies now transacting business in 
Texas under jurisdiction of the insur- 
ance department. 


Mississippi Commission Moves 
The Mississippi insurance commission 
has moved its office from the old cap- 
itol building to the new capitol building, 
Jackson. Ben S. Lowry, superintendent 


of insurance, will retain his office in the 
old building. 


G, P. Hill, general agent for the Amic- 
able Life in Mt. Vernon, Tex., died re- 
cently. 











_ PACIFIC COAST AND MOUNTAIN 




















Bill to Define Group Cover 


Commissioner McQuarrie of Utah Has 
Measure to That End Introduced 
in Legislature 





Commissioner McQuarrie of Utah is 
introducing a bill defining group insur- 
ance. It must cover not less than 25 
employes, with or without medical ex- 
amination, “written under a policy is- 
sued to the employer, the premium on 
which is to be paid by the employer 
or by the employer and employe jointly 
and insuring only all of his employes 
or all of any class or classes thereof, 
determined by the conditions pertaining 
to the employment, for amounts of in- 
surance based upon some plan which 
will preclude individual selection for 
benefit of persons other than employes.” 

The insurance commissioner would 
have power to define the groups which 
may be insured, in addition to a few 
mentioned in the bill, such as members 
of labor unions, groups of teachers and 





one or two others, which are in a some- 
what different class from employes of 
firms. 


Carter Returns to Insurance 


W. H. Carter, former general agent 
at Los Angeles for the Central Life of 
Iowa, who has been engaged in other 
lines of business for the past few years, 
has returned to the insurance field. He 
will specialize in the sale of life insur- 
ance but will also write fire and casualty 
business, operating as an independent 
broker with offices at 609 Stock Ex- 
change building, Los Angeles. 


Penn Mutual Men on Coast 


Several home office officials of the 
Penn Mutual Life attended the Pacific 
slope general agents in San Francisco 
Feb. 4-6. 

The officials making the trip to the 
a are H. D. Hart, vice-president; 

B. Coffin, director of education; Wal- 
Mf Boileau, Jr., assistant to the vice- 










_LIFE INSUR: ANCE _EDITION 19 








president; Os borne Bethea, special as- 





ADDITIONAL $$$ FOR 
LIFE INSURANCE 
AGENTS 


Increase your income by selling 
the Continental special— 


1—Penny-a-Day Accident Policies. 


2—Sentinel Accident and Health 
Policy ($15 first annual premium, 
$12 thereafter) 


General Agent's renewal commis- 
sions¥attractive. 


The Continental has a full line 
of Commercial Accident and Health 
Address 


Policies. 
JIM G. FERGUSON, Vice-President 


CONTINENTAL LIFE INSURANCE CO. 
Continental Life Building 


St. Louis, Mo. 
Assets $17,000,000.00 




















Success comes quicker with Lincoln Nat'l Life 
plans, kits. and coaching. A line to Fort Wayne 
will bring you how and why. 
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DON’T MISS THIS 


E are cheered by the uniform 

success of our field men. This 
is due to improved conditions plus 
our liberal policy contracts. We can 
offer competent men a proposition 
that cannot be ignored. We need 
managers and efficient field men. 


Just now we offer attractive open- 
ings in the following territory: 


OHIO IOWA 
INDIANA MARYLAND 
ILLINOIS 


Let us hear from you soon 


THE 
BANKERS RESERVE LIFE 


COMPANY 


Home Office: OMAHA, NEBRASKA 














Gains for 1930 


WwW 


New Paid For Business........$20,455,937.00 


The above figures represent 


a gain over 1929 of ......7.3% 


Increase in Insurance in Force... $6,354,93 1.00 


Total Insurance in Force......$101,520,663.00 


WwW 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Ave., at 60th Street 
NEW YORK CITY 


Founded in 1850 Thomas E, Lovejoy, President 























sistant to the vice-president; G. B. 
Webster, recently appointed director of 
the conservation department, and L. S. 
Morrison of the Life Insurance Sales 
Research Bureau. 





Montana Department Bars 
Misleading Policy Titles 





Assessment companies and other life 
insurance organizations which manufac- 
ture policies with titles leading the 
owner to believe he is a specially fa- 
vored customer, will be curtailed in this 
practice under a ruling of Commissioner 
Porter of Montana. “No life insurance 
policy form,” the ruling states, “contain- 
ing the words special, foundation, organ- 
ization, jubilee, or any word tending to 
convey the idea that the particular form 
of policy in question is a special policy; 
or that the interested party was receiv- 
ing or should expect to receive some 
special benefit, will be permitted to be 
sold in Montana by any life company 
authorized to operate in this state.” 


Hull Active on Coast 


R. B. Hull, managing director Na- 
tional Association of Life Underwrit- 
ers, is at present in the Pacific north- 
west, where he is scheduled to appear 
before a number of associations and 
managerial groups. He will then go 
into the Intermountain territory before 
continuing on to Chicago for his last 
stop Feb. 17. 

Metropolitan Gives Luncheon 





More than 200 general agents and 
managers of life companies in the Bay 
District were guests of honor of the 
Metropolitan Life at a luncheon last 
week for the purpose of meeting Mr. 
Hull. F. J. Williams, Metropolitan 
Life Pacific Coast vice-president, told 
his guests that during 1930 his office 
had disbursed approximately $29, 000,000 
in payments to policyholders and in op- 


erating expenses. In 1930 his office 
issued 380,000 policies, 56,000 of which 
were pure ordinary, for a total of $140,- 
000,000. 





To Honor A. B. Cornell 


In honor of A. B. Cornell's 25 years 
of service to the Oregon Mutual Life, 
the western and central Oregon agency 
at Salem has designated February as 
“Cornell Month.” Each member of the 
Salem office has been assigned a quota 
for the month. A. B. Evans, the gen- 
eral agent, has purchased two cups each 
the duplicate of the other. One will be 
awarded to Mr. Cornell, the other to 
that agent having filled the highest per- 
centage of his quota. 

Mr. Cornell was the first agent to join 
the company’s ranks when the Oregon 
Mutual Life started business in 1906. 
Thus the company and Mr. Cornell 
jointly celebrate their silver anniversary 
in 1931. In 1930, at the age of 62, Mr. 
Cornell was one of the leading pro- 
ducers of the company. 





Oregon Mutual Los Angeles Meet 


W. C. Schuppel, executive vice-presi- 
dent of the Oregon Mutual Life, con- 
ducted a regional agency meeting at Los 
Angeles, attended by members of the 
company’s field force in southern Cali- 
fornia embraced by its Los Angeles 
and San Diego agencies. 

In addition to Vice President Schup- 
pel, those addressing the conference in- 
cluded J. S. Williams, home office su- 
pervisor; H. H. Owens, general agent 
at Los Angeles; C. R. Hope, general 
agent at San Diego, and A. N. LaPorte, 
field representative of the Life Exten- 
sion Institute. 


Challiss Makes Good Record 


A. H. Challiss, general agent of the 
Massachusetts Mutual Life at Seattle, 
closed the year with a gain of $817,869 
over the previous year. On the list of 
74 agencies it ranked second to the 








Brooklyn agency in the highest volume 
gain. During 1930, 837 policies were 
written as compared with 762 the prey- 
ious year. The delivered business was 

$3,363,298, gain 32 percent. The agency 
showed a gain in volume every month 
last year. 


Binder Talks on Hospital Care 


H. A. Binder, general agent of the 
Massachusetts Life in San Francisco, 
addressed the Commonwealth Club in 
that city on “What Price Medical and 
Hospital Care.” Besides his insurance 
activities, Mr. Binder is credited with 
being the prime mover in the organiza- 
tion of the Medical Foundation of 
America, of which he is president. The 
foundation was launched last year to 
bring the best medical and hospitaliza- 
tion treatment to the man of little 
means. 





E. N. Strong Agency Record 


The E. N. Strong agency of the Na- 
tional Life of Vermont in Portland, 
Ore., received several inches of pub- 
licity in the “Oregonian’’ recently in 
connection with placing sixth among the 
company’s agencies in paid premiums 
during 1930. F. W. Paris led the agency 
with the largest paid volume, while H. 
H. Brown secured the largest number 
of applications. 





Managers Section Considered 


The establishment of a separate sec- 
tion or division of the National Asso- 
ciation of Life Underwriters devoted 
especially to consideration of the com- 
mon problems of general agents and 
managers was discussed by R. B. Hull, 
managing director of the National As- 
sociation of Life Underwriters, at the 
luncheon meeting of the Life Managers 
Club of Los Angeles last week. Mr. 
Hull told of the need for and the im- 
portance of establishing such a section. 
It is understood that this matter will 
be presented at the mid-year meeting 
in Atlantic City in April. 





Life Insurance Day Record 


The W. K. Murphy general agency 
of the Northwestern Mutual Life in 
southern California wrote 65 applica- 
tions for $525,750, over 50 percent of 
which was prepaid, on life insurance 
day. 





Foster Parents Can’t Insure Child 


In an opinion addressed to Commis- 
sioner Cochrane of Colorado, the attor- 
ney-general’s office has ruled that chil- 
dren under the age of 10 can not be in- 
sured by foster parents. 





ACCIDENT—H EALTH | 


Plan Managers Clubs Meet 

















Executive Committee of National A. & 
H. Group to Consider Detroit 
Convention at Chicago Session 





The second annual convention of the 
National Association of Accident & 
Health Managers Clubs, ending its first 
official year, will be held in Detroit 
early in June. The executive commit 
tee plans to meet soon in Chicago, most 
of its time to be devoted to preparing 
convention plans. 

It is hoped by June there will be 25 
member clubs. There are now 18. Four 
clubs are now under organization in 
Buffalo, Boston, Baltimore and Chat- 
tanooga. The former New York and 
Philadelphia associations have not yet 
been reorganized as managers clubs, 
but it is thought this will be completed 
soon. The new Kansas City and Pitts 
burgh clubs are reported going strong. 
The Detroit Club which will be host is 





eee 


$1 





193] 


lume 
were 
prey- 

was 
rency 
ionth 








February 6, 1931 








LIFE INSURANCE EDITION 


— — ——— =o 





ANOTHER YEAR 
OF GAINS 


for 
THE 
PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


of 
Chattanooga, Tennessee 


22’2% GAIN 


In Life Insurance in Force 
Total Now 


$54,603,238.00 
Life Department 13 Years Old 


6% GAIN 


In Accident and Health 
Insurance Premiums 
Total For 1930 


$4,539,685.00 


10% GAIN 
In Assets 
Assets Now 
$5,560,459.67 


$1.40 Assets for Every $1.00 of 
Liability 


Payments to Policyholders and 
Beneficiaries in 1930 


$3,318,795.50 


Payments Since Organization 


$18,854,736.42 





preparing an elaborate program for the 
meeting. 

Starting into its secorid official year 
the National association has in mind 
the objects of standardizing policy 
forms and reducing the number of oc- 
cupational classifications in the two 
manuals now in use. The Conference 
manual first was put out about 18 years 
ago, was revised six or seven years ago 
and just recently has undergone revi- 
sion and will be out soon. The Bu- 
reau manual was revised two years ago. 
Classifications are believed by many 
underwriters to be complicated and one 
aim of the National organization will 
be to simplify these. 


Conference Dates Fixed 


The annual meeting of the Health & 
Accident Underwriters Conference will 
be held in Washington, D. C., May 
21-23, with headquarters at the Ward- 
man Park hotel. The meeting was orig- 
inally scheduled for the first half of the 
following week, but it was found im- 
possible to obtain satisfactory hotel 
accommodations at that time. 


Manual Classification Revised 


Because of objections offered by a 
number of companies to the elimination 
of Class AA, the proposed classification 
list in new manual of the Health & 
Accident Underwriters Conference has 
been revised, moving each of the new 
classes up one place, so that they will 
run from AA to J, instead of from A to 
K, as in the tentative schedule presented 
at the meeting of the conference execu- 
tive committee. The companies objecting 
to the new schedule contended that AA 
was the recognized and long established 
conference classification for extra pre- 
ferred risks and should not be aban- 
doned. 





Virginia L. & C. Increase 

Charter of the Virginia Life & Casu- 
alty of Richmond has been amended, 
authorizing increase in its capital from 
$250,000 to $300,000 and reducing the 
par value from $25 to $10. The company 
now has paid in capital of $250,000. 

Launched in 1916 as the Virginia 
Casualty, its name was changed in 1922 
to the Virginia Life & Casualty, when 
it started writing both ordinary and in- 
dustrial life in addition to health and 
accident lines. It is now operating in 
the District of Columbia and West Vir- 
ginia, as well as in Virginia, but it is 
restricting its business in West Virginia 
to health and accident. 





W. J. Pierce Indicted 


A federal indictment has been re- 
turned against W. J. Pierce of Okla- 
homa City, charging him with fraud 
in connection with health and accident 
insurance. Pierce was for a number of 
years one of the leading producers of 
the Business Men’s Assurance and was 
alleged to have collected around $25,000 
on fictitious claims on that company in 
five years. 
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Values and all Changes in Policy Literature, Rate | 
Books, etc. Seposementing the “Unique Manual-| 
| Digest,” publis annually in May at $4.00 and the | 
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Issues Low Ordinary Rates 


Western & Southern Reduces Scale 
Below American Experience 344 
Net Annual Premiums 


The Western & Southern Life of Cin- 
cinnati has issued lower ordinary life 
rates which it is stated are below the 
net annual premium on the American 
Experience 3% percent table. The com- 
pany is setting up a special reserve to 
take care of difference between these 





Employees dread loss of wages 
whether due to sickness or unem- 


ployment. 


They are readier than ever to pay 
for group sickness and accident in- 
surance and employers are readier 


to arrange 


Among 


for it. 


your clients there are 


probably several whom you can in- 
terest to your advantage and theirs. 


Connecticut General 
Life Insurance Company 


Hartford, Conn 
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Preferred Risk 
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JULIAN PRICE 


UNLIMITED OPPORTUNITIES 


You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 
ing basis. 


glance over this list: 
Policies for Women Modified Life 


Child’s Educational Low Cost Term 
Double Indemnity 


Juvenile Policies 


6°, Guaranteed Disability Income 
Income Premium Waiver 
Life Income Retirement 
Age Limits: Income 


1 Day to 65 Years 


Ask for further information 
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GREENSBORO 
North Carolina 
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A great many men 
will admit that their success 
in building a profitable volume 
of business has been hastened 
by the cooperation given by 
our Agency Department. 


PHILADELPHIA LIFE 
INSURANCE’ COMPANY 


111 North Broad Street 


Philadelphia, Pa. 























WANTED! Men who 
live in MISSOURI 


to learn the interesting story 
concerning agency contracts 
for open territory the Southland 
Life has to offer YOU. For the 
complete facts write Clarence E. 


Linz, First Vice-President. 


HARRY IL. 
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PRESIDENT 











Tom 
’*Phones 
Paul 


ELLO PAUL—How’s business? 

I just want to tell you about the 
United Life and Accident Insurance 
Company’s NEW INCOME INDEM- 
NITY POLICY. 

It’s a new contract which protects 
the vast amount of money which a man 
can reasonably expect to earn by the 
time he reaches age sixty-five. If a 
man lives to age sixty-five he earns 
many thousands of dollars; if he dies 
before, his family not only loses him, 
but the thousands of dollars as well. 

This policy prevents this tremend- 
ous financial loss. When the insured 
dies or is permanently disabled, my 
company pays a livable monthly in- 
come to the insured’s family until the 
time that he would have been sixty- 


EUGENE E. REED, Vice President 


UNITED LIFE and ACCIDENT 
INSURANCE COMPANY 


UNITED LIFE BUILDING 





five. Can you think of a contract 
which will do more? 

No, that’s not all. There is a death 
benefit of $600.00 payable at the time 
of the insured’s decease and this may 
be increased to $10,600 or $20,600 in 
case of certain specified accidental 
deaths. 

Expensive? Not at all! Only 
$210.00 a year is necessary to guar- 
antee a man’s wife $100 a month from 
the time of the insured’s death until 
the time that he would have been 
sixty-five. 

You say you've been looking for a 
good seller. Why don’t you com- 
municate with 


CONCORD, NEW HAMPSHIRE 














and net rates. Surrender values have 
not been completed, but it is expected 
that they will follow very closely the 
values allowed under the old $5,000 
whole life policy which has been a spe- 
cial feature of the Western & Southern. 

The new form is not restricted to 
$5,000 minimum, but may be issued for 
$1,000 or multiples thereof. It contains 
the usual cash, loan, paid-up and ex- 
tended insurance options. Rates per 
$1,000 are: 

Age 10, $10.67; 15, $11.69; 20, $13; 25 
$14.71; 30, $16.84; 35, $19.70; 40, $23.37; 
45, $28.33; 50, $35.15, and 55, $44.47. 





Family income policies have been an- 
nounced by the Capitol Life of Denver. 
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Two-Day Congress in Ottawa 





Canadian Life Underwriters Hear Talks 
by See, Burden, Finlayson, Dunstall, 
Williams and North 





At the two-day educational congress 
of the Life Underwriters Association of 
Canada at Ottawa, F. M. See, Union 
Central Life, St. Louis, speaking on 
“Prospecting,” gave various angles of 
approaching a prospective purchaser of 
life insurance. He emphasized the im- 
portance of a center of influence and 
ways of acquiring a real potential pros- 
pect list. 

W. D. Burden, Canada Life, Ottawa, 
took as his subject “Practical Plans for 
Business Building.” He maintained 
that a salesman should go over his 
prospect list and discard all but the live 
ones, divide the remaining ones into 
classes according to their purchasing 
power, and then determine to sell a 
certain number of policies in each of 


these classes. 
L. W. Dunstall spoke on “The Value 


of the Chartered Life Underwriter 
Degree.” 
G. D. Finlayson, Dominion superin- 


tendent of insurance, advised the pur- 
chase of life insurance at an early age. 
The depression of 1930 had served to 
show the rock-like stability of life in- 
surance, he said, and in the distress of 
the last year or so life companies made 
extensive loans to policyholders to save 
investments that would otherwise be 
lost. In fact, Mr. Finlayson said, $46,- 
000,000 was returned to policyholders 
in the last six months, which was dou- 
ble the amount for the corresponding 
period of 1927. Every community is 
beginning to learn the bitter lessons of 
financial inflation and speculation, and 
is turning more and more to life in- 
surance as investment and to life un- 
derwriters for financial advice. 

R. J. Williams of New York deliv- 
ered an inspiring address on “Happy 
on the Job.” H. E. North, third vice- 
president Metropolitan Life, Ottawa, 
reviewed the prospects for life insur- 
ance men in 1931, 

* * * 


Reelect Michigan Officers 


Take Action to Develop Educational 
Plan Favored by Governor at 
Annual Meeting 








All officers of the Michigan Associa- 
tion of Life Underwriters were re- 
elected at the annual meeting in Lans- 
ing. They are: . MacKinnon, 
Detroit, president; H. M. Comins, Flint, 
and W. R. Bryant, Kalamazoo, vice- 
presidents; J. A. Pino, Lansing, secre- 
tary-treasurer. 

Dr. S. S. Huebner, University of 
Pennsylvania, speaking at a joint meet- 
ing of the association and the Lansing 
Kiwanis Club, reviewed the great gains 
made by life insurance in recent years. 
He told of the instruction now being 
given in life insurance in colleges and 
universities and predicted that before 

(CONTINUED ON LAST PAGE) 
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Advocate of Quick Sales, Policies 
of all Sizes Tells His Distaste 
for Programming, Estate Analysis 


Preoccupation with estate analysis 
and other refinements of programming 
are to be eschewed by the average 
agent, A. P. Steler, millionaire producer 
for the Mutual Life of New York in 
Detroit, has told a number of meetings 
of associations of life underwriters. 
Since only 2.2 percent of the policies 
are for amounts greater than $25,000 
and since many large policies are writ- 
ten by “one case men,” Mr. Steler told 
his audiences that “of the 18,600 mem- 
bers of the various underwriters’ asso- 
ciations, only the smallest number can 
hope to write large business exclusively 
month in and month out.’ 

Much of the large risk business comes 
through business or social connections, 
according to Mr. Steler, and the aver- 
age insurance salesman and new man 
is wasting his time seeking an inter- 
view with those who have the capacity 
to buy jumbo policies. 

Because an agent sells average size 
policies, is no reason, Mr. Steler pointed 
out, for him to be an average size pro- 
ducer in volume. Mr. Steler said that 
the best business comes from people 
earning from $5,000 to $25,000 a year. 
Salesmen should not solicit persons in 
this earning class for their ultimate in- 
surance setup at once, but should en- 





courage them to build to the ultimate 
amount progressively by adding poli- 


cies of $10,000 or $15,000. “You prob- 
ably won't have to take a note in build- 
ing it gradually, you might get a check,” 
Mr. Steler pointed out. 

Insurance men themselves, Mr. Steler 
observed, build their insurance estates 
gradually and if it is a good thing for 
men in the business it is a good thing 
for their clients. 

By soliciting cases of all varieties, in- 
stead of seeking only big cases, Mr. 
Steler declared that the agent becomes 
and keeps “sales- minded.” He keeps 
in closing form. “The small cases are 
a feeder to keep up our selling morale, 
to say nothing of bolstering our pocket- 
books. Many cases, too, eliminate the 
mental hazard. The buyer is just as 
sensitive as the salesman to a mental 
condition. By keeping the pot boiling 
for several cases, if something goes 
wrong with one it really doesn’t make 
so much difference and the attitude of 
the salesman is one of independence or 
indifference.” 

Mr. Steler related that recently he 
visited the home office to find that two 
of his applications, one for $500 and 
one for $200,000 were on the desk of 
the president. “I take it as it comes,” 
he observed. 

“Snobbishness in selling is just as 
bad as in.our social life, yet to go to 
the very opposite, slovenliness and 
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facilities for serving policyholders in 
agency force successful. 


Earnest-minded men and women of character and ability contemplating a 
career in full-time field work are invited to apply to 
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cringing are worse,” he said. “We feel 
a salesman should be courteous, still it 
is a great thing to let the customer 
know you don’t need the business, and 
that it makes no difference to you one 
way or the other whether you get it 
or not, and in difficult cases when the 
customer gets this slant he usually is 
most anxious to do business with you.” 

Mr. Steler said that each vear he sets 
a personal goal which he must work 
six days a week for 48 weeks to com- 
plete. 

“Quick sales give me a thrill,” he 
said. “Programming and making charts 
to sell insurance I appreciate, but they 
just don’t lend themselves to quick 
sales, hence a quick sale is bound to be 
smaller than a sale which is the result 
of many interviews. 

“I have no quarrel with making pro- 
grams, they just don’t appeal to me. 
It takes a lot of time, a couple of calls 
to get the data, intelligently to make 
a program, and then when you deliver 
it the prospect has the grandest reason 
in the world to procrastinate and you 
have to go back and back and maybe 
you never do get the order. I believe 
that if a lot of salesmen would spend 
the same amount of effort on making 
quick sales instead of making programs 
that the volume of business they would 
ultimately secure would more than off- 
set the business secured with a pro- 
gram. He said that he would rather 


sell ten $10,000 cases than one $100,000 


case, “for in the latter case if sold for 
his possibilities, I have sold that man 
all at one time, all the insurance he 
may ever buy, and he is no good to me 
except as a center of influence, while 





with the ten $10,000 cases I am get- 
ting $100,000 in volume now and ten 
customers’ future business as well as 
forming ten centers of influence from 
these ten people.” 

Mr. Steler’s daily routine is interest- 
ing. Instead of getting down to the 
office early in the morning, as so many 
advisers recommend, he starts on the 
business of interviewing about 9:30, 
after his first prospect has had time 
to read his mail. He does not go to his 
office until one o'clock. His reason for 
staying away from the office until that 
time, is that “there is a magic latch 
that lets you in but it won't let you 
out.” A lot of busy work may be wait- 
ing on the desk, visitors may arrive, or 
other causes operate to keep him inside 
during the morning. 


Life Salesmen Are Being 
Trained for Public Speaking 


Fitting the insurance man for a place 
in public life, is the idea back of a 
weekly class in public speaking con- 
ducted by L. N. Rocca of the home 
office agency of the Lincoln National 
Life. These classes, which were started 
by V. J. Harrold, Indiana state man- 
ager, are attended by all the men of 
the northern Indiana territory who wish 
to enroll. They are held in the home 
office building every Saturday morning. 

It is planned that these classes will 
help the men attending to feel more 
confident and better equipped to keep 
speaking engagements occasioned by in- 
vitations from various clubs and by pub- 
lic activities. 
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long it will be extended to the elemen- 


tary school. Governor Brucker of 
Michigan declared himself in favor of 
greater instruction to the men, women 


and children of the state as to the ad- 
vantages of life insurance. 
Definite Action Taken 


At the business meeting the under- 
writers took definite action toward 
bringing about the educational program 
suggested by authorizing President D. 
T. MacKinnon, Detroit, to name a com- 
mittee to work out the plan with state 
authorities. The committee chosen is 
headed by G. S. Kies of the Lansing 
Ohio National Life office and includes 
J. B. Dexter, Battle Creek, and R. D. 


Stearns, Saginaw. A resolution setting 
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forth the plan was drafted and unani- 
mously passed. It said that health edu- 
cation had proved so effective that a 
similar program for life insurance would 


aid in eliminating unnecessary sutter- 
ing due to the lack of reserve funds 
which life insurance provides. Inas- 


much as life companies pay $2,000.009 
annually in taxes, most of which is used 
for educational purposes, the plan would 
be self supporting. 

The need for a qualifications law 
which will establish a written examina- 
tion system for licensing of agents was 
brought out by Commissioner Living- 
ston. He said that licensing on a qual- 
ifications basis would raise the standard 
of the business enormously and would 
screen out many who now give life in- 
surance a bad name. He praised the in- 
stitution of life insurance as one of the 


great stabilizing factors in such eco- 
nomic crises as has lately confronted 
the nation. 
e & 2 
Flint, Mich.—Walter E. Webb, execu- 


tive vice-president of the National Life, 
U. S. A., is scheduled to address the 
Flint association Feb. 13 on “The Future 
Life Underwriter.” 

* * * 

Sacramento, Cal.—The Sacramento as- 
sociation on Life Insurance Day had a 
full page advertisement in the daily 
paper, prepared by J. V. Hines, gen- 
eral agent Minnesota Mutual. Mr. Hines 
has had many years of newspaper ex- 
perience and got out a splendid testi- 
monial page. He used the “Life Pay- 
ments Number” of The National Under- 
writer in preparing some of his ma- 
terial. 

a) ae. oe 

North Louisiana—Life Insurance Day 
activities conducted by the North Louis- 
iana association resulted in the writing 
of more than $500,000 of business in 
Monroe, La., with more than 100 appli- 
cation. There were 85 agents at work, 
representing 18 companies. 

x * * 

Des Moines—At the Feb. 7 
the Des Moines association 
Reynolds of the Iowa State Board of 
Assessment & Review will be the 
speaker. Dr. Reynolds has been active 
in tax planning and changes that will 
come before the present Iowa assembly. 

*x* * 

the lunchean-meeting of 
association Feb. 9, E. M. 


meeting of 
Dr. J. W. 


Newark—At 
the Newark 


Johnston of Washington, D. C., who has 
made addresses before the Baltimore and 
Washington associations, will talk on 


“If | Were Selling Life Insurance.” H. 
H. Wilson, the instructor of the new as- 
sociation’s life course, will also give a 
short address. 

* * * 

Roanoke, Va.—The following officers 
were elected at the January meeting of 
the Roanoke association: G. B. Cornett, 
president, Aetna Life; A. E. W. Wheeler, 
first vice-president, New York Life; A. G. 
Kindred, second vice-president, National 
Life, Vt.; Jos. D. Hebert, secretary-treas- 
urer, Shenandoah Life; E. Lee Trinkle, 
national executive committeeman, vice- 
president Shenandoah Life; executive 
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iste wad Wisconsin 
State Directories Issued 


state insurance directories 
have been issued by THE NATIONAL 
Unperwriter, the Minnesota and Wis- 
consin. These directories grow in im- 
portance each year as the states de- 
velop in insurance magnitude. The 
publishers are making many improve- 
ments in the directories inasmuch as 
they are state reference books and are 
kept at hand by those who have con- 
stant need of a service of this kind. 
The company index is complete in every 
detail as are the state statistics and 
special state information. Every city 
and town is listed with the names of 
its local agents and the companies they 
represent. There are lists of general 
agents, managers and field men. 


Two new 








committee, L. O. MelIlwain, chairman, 


Shenandoah Life; J. C. Hardin, Kansas 
City Life, and Ben Simon, Jefferson 
Standard. 

* * x* 


North Dakota—H. J. Gilbertson, Fargo, 
was named president of the North 
Dakota association at the annual meet- 
ing at Fargo. Other officers are: E. F. 
Auman, Fargo, vice-president; R. A. 
Trubey, Fargo, reelected secretary-treas- 
urer. Directors are D. M. Wade, P. W 
Satory, Sam Bright, Mr. Gilbertson, C. H 
Simpson, A. W. Crary, M. N. Hatcher and 
John A. Risk, all of Fargo; C. C. Hoskins 
and F. L. Conklin, Bismarck. 

Dr. H. W. Cook, vice-president and 
medical director of the Northwestern 
National Life, the principal speaker, 
urged a more careful selection of risks 

> ae 

Springfield, I1l.—The Springfield asso- 
ciation has been reorganized under John 
L. Taylor as president; E. E. Cantrall, 
vice-president, and Roy H. Rich, secre- 
tary. 

The first meeting was held Jan. 31 with 
a dinner followed by an address by Dr. 
S. S. Huebner. 





*x* * * 
Denver-——R. B. Hull, managing director 
National association, will address the 
sales congress of the Colorado associa- 


tion Feb. 13. He will also speak at the 
weekly luncheon of the Denver Chamber 


of Commerce on “The New Industrial 
Citizenship.” 
*x * 
San Francisco—R. H. Hepfer, assist- 
ant manager of the Travelers, has been 


appointed chairman of the annual sales 
conference of the San Francisco asso- 
ciation, to be held early in March. The 
East Bay association will participate. 
The conference alternates between Oak- 
land and San Francisco. 

Plans are be'ng made to add at least 
350 new members to the San Francisco 
association, with a view to securing 
favorable consideration of the associa- 
tion’s invitation to the National asso- 
ciation to hold its 1932 convention here. 

More than 300 underwriters of the Bay 
district paid tribute to the 70 leading 
producers of companies last week at the 
annual leading producers dinner of the 
San Francisco association. President K. 
L. Brackett was toastmaster, with R. B. 
Hull, National association, delivering the 
princips al address. C. C. Thompson, vice- 
president National association, spoke on 


“Leadership.” A. S. Holman discussed 
“Advantages of Association Member- 
ship.” 

*x* * * 


Cleveland—The industrial group of the 
Cleveland association met Monday. The 


| speaker was the association's new presi- 


W. E. Baker of the Penn Mutual. 
next regular meeting of the Life 


dent, 
The 


Underwriters association will be held 
Feb. 20. Paul W. Cook, author of the 
now famous “Cook Book,” will talk on 


“Seven Creative Ideas of Life Insurance 
Selling.” 
*x* * x 

the armual meeting of the 
association, held in Des 
H. Greeley, Waterloo, 
was chosen president; King Vander- 
wicken, Mason City, . vice-president, and 
M. C. Nelson, Des Moines, was reelected 
secretary. 


Iowa—At 
Iowa State 
Moines, Charles 


x * * 

Louisville—The Louisville association, 
at its annual meeting, elected Hope Hass, 
Mutual Benefit Life, president; J. E. 
Slaughter,.Jr., Equitable, first vice-presi- 
dent; T. B. Morgan, Connecticut Mutual, 
second vice-président; Robért Bamber, 
Northwestern Mutual, secretary-treas- 
urer,-and-retiring. President.H- 





Equitable Life, national committeeman. 
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JONES ADDRESSES MANAGERS 


Although the institution of life insur- 
ance differs fundamentally from all 
other types of business, it must see that 
it does not lay itself open to the charge 
of being unbusinesslike, F. L. Jones, 
vice-president Equitable Life of New 
York, told members of the Life Man- 
agers Association at their meeting. Con- 
centration on volume to the exclusion 
of everything else is the worst offender 
in this regard, Mr. Jones said. 

“It is unbusinesslike for us to have to 
contend with such problems as unfair 
practices, twisting, misleading compari- 
sons, and the like. They all impinge on 
one thing, the principle of ‘Get the busi- 
ness!’ We may see a change to ‘Get all 
the business you can in a businesslike 
way.’ The public will expect us to do it 
better than we now do it. 

“It is not businesslike to send out un- 
trained men to solicit insurance. There 
has been a looseness about our organi- 
zation and we will have to adopt good 
business principles in regard to our 
agencies. We are going to have to do 
a lot of things in the next ten years that 
we haven't done before. 

“We must come to the time when 
production is only one of the things we 
have to deal with. Conservation is one 
of the most important business facts. 
Agency personnel is more to be stressed 
than production. We have made a pho- 
tograph of each agency. This is a dia- 
gram of the agency’s development. 
There are four main heads. They are 
production, unit organization, business 
management and agency personnel. 
Each manager will be concerned with 
how his whole photograph looks. He 
can’t get by solely by having his pro- 
duction up. It is a matter of no con- 
cern whether we beat last year’s record 
or not—although there is no reason why 
we shouldn't.” 

Mr. Jones pointed out that because 
life insurance is becoming the first busi- 
ness in the country it is increasingly 
open to public: scrutiny. 

L. G. Simon of the Equitable Life, 
president of the New York City Life 
Underwriters Association, was a guest 
and made a brief talk. 

At the business meeting all officers 


were reelected. They are: President, 
J. S. Myrick, Mutual Life; vice-presi- 
dent, E. G. McWilliam, Penn Mutual; 


secretary-treasurer, L. A. Cerf, Jr. 
* * x 
JANUARY PRODUCTION 


The life insurance department of 
Johnson & Higgins, general insurance 
brokers, led all general agencies in New 
York City in the production of new or- 
dinary business for January with a total 
of $3,605,551 paid for, an increase of 
almost 100 percent over its January, 
1930 figure of $1,847,000. This is the 
first time a brokerage firm's life depart- 
ment has led the field. The department 
is under the management of G. A. Eu- 
bank and has two general agencies, rep- 
resenting the Prudential and the Home 
Life of New York. 

The C. B. Knight agency of the 
Union Central Life in New York City 
paid for almost exactly $3,000,000 of 
new business in January. Some other 
agency figures for the month are J. S. 
Myrick, Mutual Life of New York, $2, 
831,500; R. H. Keffer, Aetna Life, $2, 
544,700; C. E. DeLong, Mutual Benefit, 
$2,401,780; J. M. Fraser, Connecticut 
Mutual, $2,400,000; Keane-Patterson, 
Massachusetts Mutual, $2,028,130; J. 
Elliott Hall, Penn Mutual, $1,774,858; 
J. C. McNamara, Guardian Life, $1,266,- 
732. The J. P. Graham agency of the 
Aetna Life paid for $1,500,000 in Janu- 
ary. which is equal to one-third of its 


entire 1930 production. 
s:% ¢ 
INSURANCE SOCIETY DINNER 


The Insurance Society of New York 


will celebrate its thirtieth anniversary 
at a dinner Feb. 26 at the Hotel Astor. 























GIRARD LIFE 
INSURANCE COMPANY 


Opposite Independence Hall 
Philadelphia, Pennsylvania 


Has excellent General Agency openings in Ohio and Mich- 
igan under— 


A GENERAL AGENCY CONTRACT WHICH 
MEANS 


Larger first year commissions 

Longer renewals 

Larger overwriting commissions 

All standard forms of policies (Participating and 
Non-Participating) 

Liberal disability benefits 

Double Indemnity benefit 

Guaranteed annual reduction in the premium 

Also cash dividends 

Low net cost 

Real Home Office Service 


Twenty-three years of careful and conservative man- 
agement has made the Girard Life one of the financial 
giants (assets over liabilities) in the life insurance field, 
with the distinction of having the highest possible rating— 
EXCELLENT. We seek General Agents of high character 
and ability, who are willing to devote their entire effort to 
organization and development of a General Agency. 


Write us giving a word picture of yourself and your 
experiences. Your correspondence will be treated as con- 
fidential. 





OPPORTUNITY 
BECKONS 


Men of ability and character who are willing 
to give all they have to the organization and 
development of territory in the services of the 


SPRINGFIELD LIFE 


who are ambitious to enlarge their personal 
income, are invited to get in touch with us. 


All Standard Policies Written 


$1.00 A MONTH 


Buys regular Old Line Ordinary Life Insur- 
ance for both children and adults. 


BIG MONEY FOR THE GO-GETTER 


Send your inquiry direct to 
A. L. HEREFORD, President 


SPRINGFIELD 
LIFE INSURANCE CO. 


SPRINGFIELD, ILLINOIS 














STOP - LOOK - LISTEN 
Get In the Big Money Now! 


The reason that men without insur- 
ance experience are now producing 
at the rate of $1,000,000 a year is 
because the people who buy our 
policy now automatically share in 
the profits on a certain number of 
shares of stock as long as they live 
and keep the policy. 


Could you sell insurance with the 
cooperation of a few stockholders? 


Operating only in Illinois. 


Write today to Wilbur Wynant, President 


STATE LIFE OF ILLINOIS 


HOME OFFICE 
332 South Michigan Ave. Chicago 














Ww. L. MOODY, JR. WwW. L. MOODY, IIL W. J. SHAW 
Seevetery 


President Vice-President 
SHEARN MOODY T. L. CROSS 
Vice-Prendent Vice-President 


American National 
Insurance Company 


HOME OFFICE: 


GALVESTON, TEXAS 


$604,973,097 INSURANCE IN FORCE 


We Have Openings for Live Men in 


Kansas Minnesota Texas 
Kentucky North Carolina West Virginie 
Michigans South Carolina 


Under Direct Home Office Contracts 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up te Date Policies—Non Medical—Group and Special Lew 
Premium Plans Offering New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 





















































Here Is the NEW 1932 INSURANCE CALENDAR 


ERE is the new 1932 insurance calendar 
H designed especially by insurance ad- 
vertising experts to fit the selling needs of 
insurance men. It has a twelve sheet brown 
rotogravure pad mounted on a green col- 
ored heavy board back (15!/5x? inches in 
size.) There are twelve different pictures— 
one for each month—which both please the 
eye and sell insurance. Under each picture 
is a short, right-to-the-point timely sales ar- 
gument featuring a different type of cover- 
age each month. 


Your Name Strikes All Eyes 


Your name is printed at the top of the 
back in the latest modern type where it 
strikes all eyes. The numerals of the pad 
are large and visible at a distance. 

Calendars are the most effective and 
economical form of advertising for insur- 
ance men. They will be on the job 366 
days in 1932 keeping your name and busi- 
ness before your clients’ and prospects’ 
eyes. 


Exclusive Franchises Granted 


Exclusive franchises for The National 
Underwriter Calendars will be sold in cities 
of less than 100,000 population. If you 
want the exclusive franchise in your city 
you had better make arrangements right 
away for reserving it. Mail the coupon 
today for further information and if you 
wish a complete sample send ten cents in 
stamps. 





Reasons 





Why You Should Use 
National Underwriter 
Insurance Calendars: 


|. Designed by advertising ex- 
perts especially to fit the selling 
needs of insurance men. 


2. Twelve graphic sales ap- 
peals—A new seasonal picture 
each month representing different 
types of coverage. 


3. Printed in two colors: green 
backs and brown rotogravure 12- 


sheet pads. 


4. Your name imprinted at 
top where it strikes all eyes. 


5. Heavy colored board back. 


6. Exclusive franchises granted 


in cities of less than 100,000. 


7. Most economical and effec- 
tive form of advertising. 





If you want the exclusive franchise in 
your city write today! 


« Designed Especially to Aid Insurance Men in Selling » 
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This is a fac-simile of the complete National Underwriter Insurance Calendar with its heavy 
board (9x15'/2 inches) green colored back and its !2-sheet brown rotogravure pad. 
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' MAIL COUPON TODAY! 


The National Underwriter Co. 


A1946 Insurance Exchange, Chicago, Ill. 


Gentlemen: 


Your name here 
where it strikes 
all eyes. 


A new seasonal 
picture each 
month — repre- 
senting twelve 
different types 
of insurance cov- 
erage. Aste- 
newed interest in 
the calendar 
every month 
with every new 
picture. 


A right-to-the- 

point sales ar- 

gument for each 
month. 


Large well- 
proportioned 
numerals. 





Handy 
Telephone list 
underneath 
pad. 


Neen 





Months 
before and 
after. 





Please send me full particulars about The National Underwriter's 1932 Insurance Calendar and tell me how : 
can secure an exclusive franchise in my city. 
0 Enclosed is !0c in stamps for sample calendar. 
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